BOOT and SHOE 


ecor 


NATIONAL VOICE 


Vol. CX¥IX No. 6 
15, 1946 | 


+— 








adam — 











WORLD'S FINEST PATENT LEATHER 


a 
a 
Lid 
— 
<—< 
OW 
oad 
<—< 
_— 
© 
canal 
© 
Oo 


FEBRUARY 15, 1946 


* 


A buying session. Left to right: Phil H. Rehfeld, local representative for C. H. Alden Shoe Co. 

and Old Colony Shoe Co.; Mel Morris and Ben Morris. Mr. Rehfeld has been designing and 

creating men’s fine shoes for thirty years. “Shoes must be styled right and detailed right from 
the bottom up to appeal to our customers,” explains Ben Morris. 


Individualized SERVICE Sells FINE 


Morris Bootmakers in Beverly Hills, Cali- 
fornia, Caters to a Well-to-Do Clientele and 
Offers Shoes and Service Which Make the 


Store Name Synonymous with Quality 


BACK to normal as soon as possi- 
ble is the aim of Morris Bootmakers, 
an unusual men’s shoe store in 
Beverly Hills, Cal. 

For the first step in that direction, 
all wartime-made shoes have been 
eliminated from the stocks, and 
eliminated to a pair within 60 days 
after the war ended. Even though 
stocks were low at the time, this 
move was considered to be best for 
the over-all merchandising program 
of the store. 
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Some of these shoes were sold at 
a loss, but all were sold. The think- 
ing behind this move was: During 
the latter part of 1945 these shoes 
were not dated very much in the 
minds of the store’s patrons. They 
had a reasonable amount of sala- 
bility then, a salability they would 
not have six months or even six 
weeks later. 

Now the stocks are low, but they 
reflect the standards of quality mer- 
chandise this establishment has 


MEN'S SHOES 


striven to maintain for the past 
seven years. 

For 1946 definite plans have been 
made which will assure an operation 
of at least one-third more volume 
than the lush year of 1945. Shoes 
on the shelves will have the dignified 
aspect which characterized the 
store’s offerings before the war. 

With the kind of shoes the Morris 
patrons like well lined up, the man- 
agement has a three-pronged pro- 
gram, viz.: 





Based on an interview with Benjamin L. Morris and Melvin Morris 


of Bhorris. Bootmakers, by.RECORDER’S 


HARRY R. TERHUNE 


1. A more presentable club-like 
store atmosphere; 

2. Better interior and exterior 
displays; 

3. A far more extensive and ex- 
liaustive publicity program. 

Display and direct advertising 
will be keyed to appeal to men in 
the higher income brackets. More 
space in the daily paper’s financial 
pages; more space in the Hollywood 
Reporter (local trade paper to the 
motion picture and_ theatrical 
folks) ; more personal letters on par- 
ticular shoes to particular patrons. 
Publicity will feature the exceptional 
in fine shoemaking, exemplified in a 
new line of leisure shoes retailing 
for $20, as well as special golf shoes 
with the Morris exclusive built-in 
features. 

A remodeling operation which 
will double the sales and stock 
rooms as well as installing a new 
front is an immediate project. The 
present homey, club-like feeling of 
the interior will be amplified. 

In merchandise, a program of 
bringing back many of the good 
proven and preferred patterns of the 


Left: A surprising number of shoe horns are sold through 

this display. Here a customer tests a long handle horn. 

Right: Gold stamping a patron’s name in the heel pad of 

regular shoes and on the quarterlining of golf shoes 
serves to individualize the purchase. 


brogue and moccasin families, to- 
gether with new thoughts in leisure 
types is already in effect. This is a 


program of continuous length and is 
possible because of the cooperation 
and assistance of the representative 
of one of our supplying manufac- 


turers. 

Wartime economy meant that 
Morris Bootmakers stuck to the 
types of shoes everybody had on 
their shelves. Now that shoes may 
be made with those characteristic 
earmarks which Morris patrons ex- 
pect, this establishment is again in 
its chosen field of operation. 

Shoes are detailed from the bot- 
tom up, even as to construction. 
Tours spent after closing time with 
factory representatives in detailing 
shoes apart from the run of the mill 
kinds pays this store excellent divi- 
dends. 

Morris Bootmaker’s patrons never 
buy shoes because their old ones are 
worn out or even shabby. They buy 
shoes freely when something new in 
a finely detailed and finely made 
pattern is presented to them. They 
buy style, individuality and, above 


all, quality. Price is a minor con- 
sideration. 

One movie producer has a habit 
of dropping into the store and sug- 
gesting that the owners, Benjamin 
i. Morris and Melvin Morris, go to 
his home and look over his shoe 
wardrobe adding such things as 
they think appropriate. 

The foregoing explains why so 
much work is spent detailing the 
trimming of a sole; right bind- 
ings to produce certain effects, per- 
forations, stitchings and other seem- 
ingly small details are all studied to 
produce salable, smart footwear for 
an exacting clientele. This has 
earned the. store the reputation of 
heing stylists of men’s quality shoes. 

When working with the factory 
representative, the thought is to de- 
velop a complete shoe wardrobe. 
Basic shoes are brogues and mocca- 
sins in solid colors developed in calf 
and suede leathers, and in twotones. 
Leisure types fit into the style pic- 
iure because they complement the 
kinds of sports clothing offered by 
top grade tailors. Golf shoes are 
such a specialty of the house that 
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several of the better golf clubs insist 
that members have their names 
stamped on their shoes for identifi- 
cation purposes, for most golf shoes 
in the club houses come from Mor- 
ris. Riding boots are again creat- 
ing an interesting sales volume. 

Several ideas developed by Morris 
Bootmakers are unusual. Small in 
themselves, they are important in 
the overall operation of a store of 
this type. 

As this store’s reputation was 
built on individualized service and 
individualized footwear, the indi- 
vidualized thought is carried to its 
logical conclusion—an idea that is 
applicable to any shoe store, any- 
where. Before selected shoes are 


delivered to a patron, the customer’s silent 

ame is st di Id on the heel This corner of the store illustrates the club-like atmosphere. Here 
n a ro in gold on the hee Ben Morris shows a pair of shoes to a neighboring jeweler, while a 
pad right before the patron. As an scotia Mey dees ts ae the = ay Beate, 20e« 


added service, when the name plate customer, laced and well treed. 

is still hot in the machine, other pos- 

sessions of the customer such as his* 

pen or pencil, or small leather Does Your Butler Need Instructions in Caring for 

goods are also stamped. Your Shoes? Would You Like Your Shoes Stamped 
As indicated above, patrons here with Your Neme—or Your Shoe Werdrobe Re- 


are well-off financially with the plenished? Here is a Men's Shoe Store Which Will 
[TURN TO PAGE 129, PLEASE] - Handle All Such Details for You. 


Below, left: One of five shoe racks in the wardrobe of 

Leon Hill, typical of what patrons of Morris Bootmakers 

consider a fair shoe selection. Right: A small class of 

butlers gets valuable instruction in the art of caring for 
their master’s shoe wardrobes. 


Photography by Crawford of Hollywood. 
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That's One Way to Keep Vol- 
ume Up in a Season When 
Merchandise Supply Will Still 
Be a Problem. For There Will 
Be Attractive Summer Casual 
Styles for Every Woman, from 
Grandma to Teen-Ager. 


Young and soft and easy-going is this 

“waistline-less” dress with straight cut 

fullness gathered in with a self-fabric 

sash. Blue and white striped cotton 

bloomers match the dress. From designer 

Joset Walker’s 1946 resort collection for 

David M. Goodstein. A touch of color by ELEANOR RUTLEDGE 
on the white shoes furnishes accent. 

Photograph New York Dress Institute. 


Left:Smart high-riding slip 

on in allover white leather. 

Cork platform. Flexible Cali- 

fornia Process. One of Hob- 

by Nobbies, Hobby Foot- 
wear. 


In one of the season’s most 
important fashion colors, 
beige, this simply detailed 
ane shoe gains empha- 

Riles Seine sessetier on Y/ sitlania. Breks: Dees: 

e platform : 

available in legther combina- 

tions of white with Army rus- 

set, red or navy. Mercury. 
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Nales Objective: 
ERY CUSTOMER 


HE end of shoe rationing has not brought in the millenium as 

the shoe industry and the buying public have discovered. Shoes 

and more shoes are still the urgent need. But this outcry of empty 
shelves and closets is only one reason why makers of casual shoes 
are busier than ever with orders pouring in for the Spring and Sum- 
mer seasons. 


Any thoughtful buyer has known all along . . . we have discussed 


the matter with many of them here and in other leading fashion cen- } 


ters . .. that casual shoes were not just a temporary fad. Our clothes, 
our way of living, all our thinking, include the idea of easy informal- 
ity in our wardrobes, our homes and our activities. The end of the 
war has only increased that longing for more leisurely, less regiment- 
ed lives; more color, gaiety and variety in clothes. 

The large group of manufacturers of casual shoes . . . greatly aug- 
mented during the war . . . have done a fine job in building their 
Summer 1946 lines. It has not been an easy one. Scarcity in mate- 
rials and skilled help has presented just as many problems to them 
as to makers of other types of shoes. The fact that many casual 
shoes are made in the slip-lasted construction does, of course, simpli- 
fy the work somewhat by eliminating the necessity for having skilled 
lasters. On the other hand it makes more demands on fitting room 
operators. 

The other scarcity . . . besides skilled help . . . is, of course, mate- 
rials. This does not bear down quite so heavily on makers of casual 
shoes as on manufacturers of other types because there is a better 
supply of heavier weight leathers. In addition to these leathers, 
many casual shoe manufacturers are using fabric in their Summer 
lines. 


with multi-lay J 
A Hi-Larks by Pli-Mode. 


‘ Right: In all-over red or green 
Right: The manner of leather this front strap sandal 
combining the white and with perforations will be a 
brown leathers makes un- smart accent for many Summer 
usual T-strap sandal with costumes. From  Kickerinos. 


mudguard trim and woven 
vamp. Eileen Casuals. 









































Every Woman a Casual Shoe Customer | 


Very young and pretty this 
“Willy Ghilly tie” in natural 
color leather with special plat- 
form sole. From Americana 

ies by Sandler. 








Clothes, as Always, Provide the 
important Background for Shoes, 
This Coming Summer Sport, Casual 
and Spectator Clothes Will Be 
Softer and More Feminine in Color 
and Design than in Past Seasons. 











ik promoting your Summer casual 1 
shoes don’t try to sell the pattern so much as 
the type, the construction and the color. Quite 
frankly makers of these shoes admit that they 
have not tried to develop new designs. Production 7 
problems have obliged them, like many others 
in the more formal field, to stick pretty closely 
to accepted patterns. But this absence of many 
new, startling style ideas need not worry you. 
As you will see on these and the two preceding 
pages there are plenty of very pretty and smart 
patterns in both leathers and fabrics. Your job 


iit htine ah muliiliies is to pick as nearly as you can the kind of shoe 


make this attractive shoe, most suitable for your individual customers. 
its simple strap silhouette Some of them cannot wear very open, loose-fitting 
very style-right for many , 

Summer costumes. A sandals. For them there are other sandals and 
Thomasetti shoe from ties. We have shown them here. We have 


Timber Queen. : 
° shown styles for the conservative taste and for 


the gay, experimental mentality. 
No matter to which category your customer 


Rose and medium light 
blue give the color con- 
trast on the vamp of this 
The 1946 popularity of mesh white leather shoe, un ex- 
is carrying over into casual cellent fitter by virtue of 
shoes. Shown attractively com- its cross strap. A Primi- 
bined with butcher linen in a tive from Cobblers. 
many-purpose shoe. Springstep. 





































Colors Are Very Feminine and Fiatter- 
ing. Cottons Show a Wide Range of 
Soft and Neutral Shades. Multicolors in 
Stripes, Checks, Plaids and Prints Are 
Subtier and Also More Softly Blended. 


Far s 


Important style trends in 
this all-purpose, soft- 
shoulder dress of white 
Mexican printed broad- 
cloth with full shirtwaist 
sleeves, new full front 
and squared hipline ac- 
cented by frontier pock- 
ets. From designer Claire 
McCardell’s collection for 
Townley Frocks. Photo- 
graphy courtesy New York 
Dress Institute. 
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This brown and white 
asymmetric leather shoe, 
nailhead-trimmed, is typ- 
ical of the adaptability 










may belong, however, the comfortable, light, soft 


for constructions of all these shoes is appealing. dh ihe. ai ies, 2 
Don’t let her take the cushion-y platform soles, Sambros of Hollywood 
ner secure wedge heels, soft uppers, broad treads, shoe by Beta Footwear 


C ; 
too much for granted. TeJl her about them. . . _— 


not too much talk, but a sentence or two thrown 
in. It is your job, every day and all day, to 
[TURN TO PAGE 79, PLEASE] 





Crushed leather in two 
colors gives new look to 
familiar asymmetric pat- 
tern. Styleright for b 

in-and-out-of-town wear. 


— From California Shoes. 











The juvenile department is located on the third floor and offers a modern, comfortable 
atmosphere for easy shopping. Notice the great number of interior shoe displays, the 
timely settings and the spaciousness of the department. 


Part of the women’s shoe department on the sec- 
ond floor. Attractive, colorfully upholstered sofas 
replace the usual fitting chairs. 


This women’s accessory bar on the first floor 
carries handbags, hosiery, jewelry. It is easily 
accessible from the entrance ito the store. 


SEPARATE 


IT takes a lot of foresight to plan for expansion in a 
period when merchandise is scarce and rationed, and 
construction materials are almost non-existent. It takes 
even more courage to carry out those plans when the 
supply situation shows no hint or change for the better. 
Yet that’s exactly what the George E. Keith Company 
did when, over a year ago, it.drafted ideas for a new, 
modern, enlarged Walk-Over Shoe Store in the busy 
city of Memphis, Tenn. 

The going wasn’t easy. Many’s the time that Daniel 
F, Duncan, manager of the Memphis store, doubted if 
he would receive enough merchandise to fill the store’s 
shelves—provided that enough building materials could 


This window is devoted to women’s shoes and 
accessories. Store front is of black and white 
marble, trimmed attractively in aluminum. 














be obtained to make it possible to open a store at all! 
A few lucky breaks (such as the fortuitous removal of 
rationing) coupled with plenty of hard work and inge- 
nuity, however, provided the answer to most problems, 
and, a few months ago, the store held its grand opening. 
Merchandise was secured from a number of sources, 
among them other Walk-Over stores who sent the Mem- 
phis store part of their own allotments in order to en- 
sure sufficient quantities on opening day. 

An interesting highlight in this connection was a dis- 
cussion held by the company shortly before the open- 
ing on the advisability of selling any merchandise on 
the opening day. It was finally decided that salespeople 
would try to take care of any customers who expressed 
a desire to buy, but that no effort would be made to 
do any selling on that day. The results were surprising, 
for the store did an excellent volume of business, despite 
the fact that many people came merely to look around. 


The store is four stories in height, with offices on the 
fourth floor. The first floor houses the men’s shoe 
department, men’s furnishings and women’s accessories ; 
on the second floor are located women’s shoes and 
accessories; children’s shoes and accessories are on the 
third floor, and the basement is devoted to the receiving 
room and the stockrooms. It is expected that juvenile 
shoes will be moved shortly to the fourth floor and that 


budget shoes for women will be carried on the third 
floor. 


The store front is of black and white marble, trimmed 
in aluminum. Brilliantly lighted display windows on 
either side of the doors attract immediate attention from 
passers-by. 

Upholstered chairs and sofas built into the walls pro- 
vide an atmosphere of solidity and comfort. An auto- 
matic tube system connects every sales desk on the four 
floors with a central office cashier on the fourth floor, 
thus saving the time of the 26 clerks employed in the 
operation of the store. Soundproof ceilings, fluorescent 
lighting and air-conditioning throughout the store serve 
to make this a place where people are glad to come to 
shop. 

All stocks are hidden from view except for built-in, 
lighted window boxes for display. The four floors of 
this ultra-modern store are filled with mirrors. Full- 
length mirrors are located on both sides of a private 
elevator which serves the store exclusively. Other mir- 
rors are appropriately placed throughout the four floors. 

Each floor of the store has been independently de- 
signed. Thus each floor is different, with an individu- 
ality of its own. The main floor devoted to men’s shoes, 

[TURN TO PAGE 79, PLEASE] 


Your Departments—and Youll Sell 


MORE SHOES 


That Was the Thinking Behind the New Walk-Over 

Shoe Store in Memphis—a Four-Story Building with 

Each Floor Designed as a Separate Unit. Result— 

No Crowding, Even Though Many Customers Are 
Making Simultaneous Purchases. 


Men’s at pny By sox, small leather goods— 


are carried on the floor which also houses 
the men’s shoe department. 








The men’s shoe department is comfortable and 
masculine, with no frilly touches. Note the sturdy 
leather-covered chairs. 





A RECORDER DEPARTMENT OF OPINION AND COMMENT 


bie of the Trae 


TED SAVAL, of Los Angeles, well- 


known designer of California high- 
styled shoes, says: 

“For this Spring and Summer 
women will want to see their feet as 
naked as possible. Then, too, they 
will want the very high platform 
and high heels or the very flat types 
for their dressy casual wear. Either 
way, the strong tendency will be to 
the barefoot patterns. This means 
that this is really the year of the de- 


signer, especially the one who knows 
the art of how to place a pattern on 
the foot—giving the foot that naked 
look, yet achieving a pattern which 
will truly assure the wearer of fit and 
comfort. Perfect fitting qualities are 
even more important in the barefoot 
patterns than in the more closed 
types and are very tricky to make, 
and make right. Every color under 
the sun will be made with the very 
high heels in fabric materials, to- 
gether with such leathers as are 
available. It will be truly an inter- 
esting season from a style angle.” 


OUR FRIEND, R. 0. Eastman, has 
an answer for all those despairing, 
disillusioned pessimists who ask: 
“What's the use? The world is go- 
ing to hell on horseback! Strikes 
loom on every front! Reconversion 
to peacetime products and pursuits 
is stalled. We have premiums for 
idleness and penalties for ambi- 
tions. Quality declines, prices 
mount, the dollar shrinks. What's 
the use?” 

Well, here’s the answer: “To you 
who ask this question there is but 


one answer—none at all! There 


isn’t any use because you have 
ceased to be useful, to yourself or 
the rest of the world. You might 
as well quit and have it over with. 
Indeed you already have—for every 
man must quit with his heart be- 
fore he quits with his hands. 

“There are those who work only 
as they are driven by forces outside 
of themselves. Others who are 
driven by impulses from within. 
They and they only are the molders 
of destiny. 

“We work today at the tasks of 
today—toward a goal we know we 
will never reach, but it is not the 
goal, but the working toward the 
goal that matters. What's the use? 
Who can ask for greater use than 
comes with the soul satisfaction of 


work well done—or if not well 
done, at least done the best we can? 

“Only the weak in spirit can ever 
ask themselves the question, What's 


the use?” 
* * 


A. OLSON, buyer and manager for 
the Emporium in St. Paul, Minn., 
believes that personal direction plus 
regular clases are responsible for 
the competency of personnel in their 
shoe department. He says: 

“First, we take a new salesperson 
through the stock. Then, while they 
are learning the stock, older sales- 
persons help them until they are 
familiar with it. Regularly each 
week we hold classes in the section, 
where all phases of shoe selling are 
discussed. The new salesperson 
learns rapidly in these classes. 

“To familiarize old and new sales 
help with styles, we hold style meet- 


ings. Various styles to be worn with 
certain ‘kinds of clothing are con- 
sidered, as well as those which can 
best be worn by types of people. 
This knowledge is helpful in bring- 
ing satisfied customers back to the 
shop. 

“Talk is good, but actual demon- 
stration is better. Thus, we not only 
take up the subject of fitting and 
study the various lasts; but we have 


the new sales people actually fit 
shoes on other sales people acting 
as models. The fitter measures the 
foot, selects from stock the right 
shoe for the particular type. Open 
discussions reveal many interesting 
subjects and important points. 

“Customers’ service is also 
brought under discussion. We take 
up promptness in caring for cus- 
tomers, manner of meeting them, 
the courteous way of showing shoes 
and all of the big and little matters 
pertaining to fitting. Other meet- 
ings take up department problems 
in detail. 

“It takes between two or three 
months to teach sales help correct 
shoe fitting. Thus, care in choosing 
help is important. We look for a 
mature person, with good judgment, 
plus an interest in people and sell- 
ing. With these qualifications to 
begin with, training in shoe selling 
—while it requires persistence and 
a continuous educational program, 
is not too difficult. Women, as well 
as men of this type, make excellent 
shoe sales help. In the war years, 
they replaced men in our depart- 
ment and gave such satisfaction that 
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we shall continue to hire them in 
both the women’s and the children’s 
section.” 
* o . 
L: J. RAYMOND, sales manager 
for Step Master Shoes, Inc., makers 
of children’s footwear at Greenup, 
Ill., says: 

“Success or failure of the Bal- 
anced Program for Shoes depends 
in a great measure on the quality 
and quantity of whatever promotion 





is developed to sell the idea to the 
consuming public. It occurs to us 
that the strongest possible medium 
might be a pooling of advertising 
effort by all shoe merchants within 
each city or town. By banding to- 
gether they could, with the assist- 
ance of the Balanced Program Com- 
mittee, project a series of uniform, 
full-page ads in their local news- 
papers. 

“The theme of these ads would 
concentrate on the idea of a well- 
groomed appearance in footwear for 
all age groups. This idea could be 
dramatized by art work showing ill- 
shod feet in contrast with the pride, 
satisfaction and feeling of well being 
that comes from wearing newer 
shoes and discarding those which 
have really outlived their usefulness. 

“We feel that a publicity cam- 
paign such as this, in unison, would 
go much farther than purely indi- 
vidual efforts to quicken the buying 
pulse.” 

S *:.-@ 
“EVEN THOUGH I WAS A cap- 
tain in the Army Air Force, serving 
with the ‘Jungle Air Force’ in 
Guadalcanal, New Guinea, Dutch 
East Indies and the Philippines— 
and came through all right—I 
much prefer to be a traveling shoe 
salesman,” says John W. May, Jr. 
He plans to return to his previous 
employer, the Tweedie Footwear 
Corporation and will cover his old 
territory, the West Coast, sometime 
after March Ist. “Until then,” he 
says, “I will be spending my time 
catching up with what has happened 


February 15, 1946 


in the shoe business during the years 
1 was an Army pilot.” 


REUBEN V. INGE, of the Inge 
Shoe Store, La Junta, Colorado — 
chairman of the Southeastern Colo- 
rado Shoe Dealers Association and 
president of the La Junta Chamber 
of Commerce has registered a pro- 
test with his Congressman, the Hon. 
J. Edgar Chenoweth, against the re- 
cent OPA price ruling on shoes: 

“OPA granted the shoe manufac- 
turers a 41% per cent increase, which 
we believe fair; however, they ruled 
this increase must be absorbed by 
the retailers, which is grossly unfair 
and contrary to all rules of business 
economics and merchandising and 
more especially so in view of the 
many existing price controls already 
upon the retailer. 

“Under the OPA Pricing Chart 
we have already lost, as far as 
profits are concerned, all of our 
cash discounts given by the major- 
ity of manufacturers and ranging 
from two to five per cent. 

“We believe the increase of 44 
per cent granted the manufacturers 
should be included in the manufac- 
turers’ cost of each shoe, which cost 
to govern the retailers’ price. Defi- 
nitely not to be added to the gross 
amount of each invoice for absorp- 
tion by the retailer.” 





THE POOR MILLIONAIRE 





tat on ild 

—lIn fact, we're experiencing a m 

dose of it ourselves— me 

—But, the parents of one 
bluejacket were a little a 
when their son wrote home from 
Tientsin, China, like this: I've just 
had liberty and took a rickshaw 
ride, costing $100. Then | had 
dinner; that cost $2,200." 

—They gasped and read on: “But 
don't worry," advised their son in 
the next paragraph. "I had $360,- 
- in my ony I 

—In a country where prices are 
about 20,000 times pre-war levels, 
even a millionaire can feel poor 
—and how! 


SU Ten 


0. I. CLOUSE, part owner and 
manager of Clouse and Stone Shoe 
Co., Oklahoma City, Okla., says: 
“Supply and demand is the whole 
thing that has us tied up. My guess 
is that within four or five months 
we will have some merchandise.” 





"Since we increased our stock, we have done away with the old-fashioned ladder.” 
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Cost Absorption 


UNDER the caption “Let’s Face Price Realities,” Boot 
AND SHOE RECORDER took occasion to quote in an edi- 
torial published Sept. 15, 1945, a statement made by 
inembers of OPA’s own Retail Reconversion Pricing 
Committee as follows: 

“During hostilities retailers accepted cost absorption 
as a necessary wartime measure with the specific assur- 
ance that this device would not be extended beyond a 
narrow list of low-priced essential items. Absorption is 
uneconomic, unsound and inequitable. It has no place 
in a peacetime competitive economy.” 

Since the beginning of this year, shoe retailers have 
become acutely conscious of what the cost absorption 
principle as applied by OPA can mean in its effect on 
retail profits. They are likely to become more and more 
conscious of it as time goes on and they are compelled 
to figure a larger and larger percentage of the shoes on 
their shelves at the higher wholesale ceilings now per- 
mitted by OPA. 

Some hope is being held out in Washington that the 
present requirement relative to cost absorption in con- 
nection with the factory shoe price rise may be modi- 
fied.as the result of a survey of 1945 financial opera- 
tions of a representative sample of independent shoe re- 
tailers, chain store groups, department stores and whole- 
salers which is now being made by the Office of Price 
Administration. The fact-finding approach to a problem 
of this kind has much to commend it when scientific ac- 
curacy is the object sought, but we hope this study will 
not consume the length of time taken for some previ- 
ous surveys affecting the shoe business. For if relief is 
to be forthcoming, time is of the essence, and it is im- 
portant that OPA keep in ‘mirid the fact that when the 
financial stability of a vast number of relatively small 
business enterprises hangs on the outcome of such an 
investigation, the decision, regardless of its accuracy 
and fairness, may come too late. Justice delayed may, in 
such a case, prove to be justice denied. 

It isn’t a question of criticising the government or 
finding fault with OPA. Everybody realizes we had to 
have price controls in wartime and most people concede 
OPA has performed a patriotic and necessary job in a 
sincere and honest way. It was a thankless task for 
the most part, involving criticism -and complaint from 
those who were hurt and very little commendation from 


those who were helped. 


Not the Answer 


But now the war is over; in fact it has been over for 
practically six months, And still production and dis- 
tribution are out of joint, to a greater degree indeed 
than was the case in wartime. Nobody blames OPA 
for existing conditions in the industrial field, nor for 
all the troubles in distribution. But it's time for every 
government official who assumes the responsibility of 
trying to regulate business in this emergency to take a 
little more realistic viewpoint toward the situation and 
become a little more conscious of the necessities that 
face practical business men, who are likewise doing their 


level best to straighten things out. 

Nobody disagrees with OPA about inflation. Nobody 
wants skyrocketing prices, with the inevitable conse- 
quence that the skyrocket encounters at the end of its 
flight. But there is a growing conviction that the most 
effective preventive of inflation will be increased pro- 
duction and the competition that will follow when 
merchandise becomes more plentiful. It’s a little ridicu- 
lous, six months after the war, to have millions of 
American men tramping from store to store in a vain 
effort to buy a shirt, a suit of clothes or a pair of shoes 
in the proper size to fit their feet. 

That sorry situation isn’t OPA’s fault, at least insofar 
as shoes are concerned. The 4% per cent increase in 
manufacturers’ ceilings was a gesture to help solve 
their cost problems and so increase production. But 
it should not be at the expense of the shoe retailer, who 
surely has not profited from wartime conditions to the 
extent that some other retailers have. If retailers were 
permitted to pass on the full 414 per cent increase it 
wouldn’t add much to the shoe bill of the average 
American family. It would help the retailer get his busi- 
ness back to a normal peacetime basis. To the extent 
that price increases might become burdensome, consum- 
ers would adjust their purchases accordingly and sur- 
plus stocks would gradually accumulate, with the re- 
sult that competition would tend to correct any infla- 
tionary price rise. More production and an economy of 
plenty will provide the ultimate solution of the present 
situation. But you can’t get either, in a free economy, 
by putting a profit squeeze on industry, whether at the 
manufacturing or retail level. 
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COMFORTABLE 


... the necessary foundation in well-built shoes 


DEWEY ano ALMY CHEMICAL COMPANY §camarinGe 40, MASS. - MONTREAL 32, CANADA 
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Let storms blow. Here is 

rough weather footwear to 

furnish protection. A sea- 

sonable, attractive window 

makes the salesman’s task 
easier. 


by MURRAY OLSHER 
Shoe Display Specialist 








Stroné Window Backérounds 
wt pee reser Command Attention 


Store Displays. 





THE right window background is interest, and, finally, it must en- trimmer be relatively inexperienced. 
vitallf important to the preparation’ hance the appearance of the shoe. Note the photograph of the fully, 
of a successful shoe display. Insert- | Comply with these requisites and prepared window without the foot- 
ing a carefully groomed shoe into a _ you will have a selling window, one — wear. The props and glass furnish- 
carelessly prepared window not only __ that will carry appeal even should [TURN TO PAGE 89, PLEASE] 
wastes the time spent in grooming, 
but defeats the fundamental purpose 
of window merchandising—creating 

~) the appeal that leads to sales. Imag- 
ine the attractive footwear in the 
accompanying photographs placed 
in a completely bare window. The 
total absence of furnishings, back- 
ground fabrics and color would de- 
prive the shoes of their rightful 
glamour. Window shoppers would 
stroll by such a window with nary 
a glance. 

It is my belief that before the 
trimmer can place the first shoe, a 
window must meet four essentials. 
A window must, first of all, attract 


attention. Secondly, it must tell a 
s story. Next, it must have seasonal 
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} for ringing them yew oo canty! 
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Spring Shoes | 
in the 
Ad News 


Fact and fancy, information and 
enthusiasm— it takes a nice propor- 
tion of each to make a prospective 
customer stop, look and remember 
as she turns the pages of her daily 
paper. Facts, of course, must come 
from your positive knowledge of 
styles and shoes. Ideas for dra- 
matic, forceful presentation are 
‘ound in many places, and can read- 
ily be adapted to your own par- 
ticular requirements. But always 
keep in mind the importance of beth 
if you would awaken enthusiastic 
interest through your ads, 

I. MILLER, New York, “points 
to the news below Spring hems” in 
an ad that sketches three typica: 
style trends of the new season. “The 
tunic suit with narrow tapered skirt 
points like an arrow to your I. 
Miller SUIT Shoe. The dipped 
[TURN TO PAGE 84, PLEASE] 











Nine ads featured currently 
by stores all over the coun 
try. Note the emphasis on 
Spring styles with navy blue, 
patent, reptiles and suedes 
highlighted. 
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WATCH 


for the First Big JOHN C. ROBERTS National Ad! 


THE DATE—March 16. The magazine— Look, Saturday Evening Post, Esquire! 
Collier’s. The ad—an attractive, sales-getting And this big national advertising is just 
full-page in 4 colors telling your customers one of the many reasons it will pay you to 
about the brand-new John C. Roberts Shoe! stock the John C. Roberts Shoe. Look over 
It’s only the first of a hard-hitting series, the reasons—talk it over with our represent- 


appearing month-in, month-out in Collier’s, ative—or write Friedman-Shelby! 


THE JOHN C. ROBERTS LINE IS 


1 FAST 4 UNMATCHED FOR QUALITY 
2 COMPLETE 5 NATIONALLY ADVERTISED 
3 STYLED RIGHT 6 PRICED FOR VOLUME 


The Great New Shoe 
for Particular Men 


Retailing at 
$6.85 to $9.85 
Some styles higher 


Friedman-Shelby cn he Raber 
Division of International Shoe Company , . 
St. Louis 3, Missouri 


World's Largest Shoemakers 
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HONEST, OFFICER... they haven’t been gambling. 
The TRIMFOOT Man was here last week. 











Yes, more money in your shoe fitters’ pay 
envelopes and new sales volume in your shoe 
department is a natural result of the Trimfoot 
Man’s visit. He shows you how to make more 
money and.build a. profitable, repeat call trade. 


RECOGNIZE THE TRIMFOOT MAN 
by the dollar bill in his breast pocket. Mail the coupon below 
today. It will bring the Trimfoot Man to tell you the story of new 
sales volume. 


APPLIANCE PRODUCTS DIVISION 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE + FARMINGTON, Missouri 


6b 











MAIL THIS COUPON TODAY 


Appliance Products Division 
Trimfoot Company, Farmington, Mo. 


Please ask the Trimfoot Man to Call 


Name 














See ee ES SO 
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NOVEL PROMOTIONS IN 
CHICAGO STORES 


UsING as their theme “Here’s where 
smart shoes grow on trees,” Marshall 
Field & Co., Chicago, have been run- 
ning the sketch of a tree as a back- 
ground in their advertising, each suc- 
ceeding ad featuring a special group 


of shoes—play shoes, sports types, al- — 


ligators, calfskin, etc.—which hang 
from the branches. The return of the 
true sports shoe into the civilian pic- 
ture has been heralded by several 
houses. Von Lengerke and Antoine 
have lately played up golf and ski 
shoes for the first time since the war. 
and Field’s have featured a variety 
of men’s sports footwear from cow- 
boy boots to hunting and fishing 
boots. Another indication of the post- 
war era was the announcement by 
Field’s that women’s golf shoes are 
again available with removable spikes. 

Causing considerable comment was 
a series of ads by O’Connor & Gold- 
berg, each depicting the highlights 
of a decade. The first ad featured the 
year 1903 when O’Connor & Goldberg 
shoes were first introduced to Chi- 
cago. Tied in with this were illustra- 
tions of people, events and fashions 
of that year: a sketch of Theodore 
Roosevelt, a drawing of a typical 
woman’s costume of that day, the au- 
tomobile, and shoe fashions. The next 
ad referred to 1913, the next one to 
1923, then to 1933 and the final one— 
full page—was captioned “Forty-three 
years of Progress” and featured the 
many brand names carried here in 
men’s and women’s footwear, in hos- 
iery and handbags. 

Catering to the many women who 
for the first time in more than four 
years are now going to Southern 
climes for the Winter months, many 
stores featured gaily colored raffia 
and hemp play shoes with matching 
bags. Almost every style store on 
State Street gave window display 
space to these shoes, and sellers com- 
ment that they met with very good 
consumer acceptance. 

There has been considerable de- 
mand for patent recently with em- 
phasis upon dressy sandal or sling- 
back types. No one store has as yet 
been able to show any great variety 
in navy blues, but already customers 
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are asking for them, doubtless im- 
pelled by the new prints which the 
apparel sections are showing. Flat- 
forms continue to be very popular, 
and although warmer weather is still 
far distant, the wide open, cut-out 
shoe is chosen wherever it is available. 
*“* * 


DEMAND STILL HIGH 
IN ST. LOUIS 


SHOE inventories in retail stores in 
St. Louis took at least a 20 per cent 
slump in an 18day truck drivers 
strike during which dealers could 
obtain shipments only by express or 
by going after them in private auto- 
mobiles. Stocks dropped to around 
50 per cent of a year ago under the 
drain of two weeks’ sales without re- 
ceipts. 

End of the strike, however, saw 
railroad and truckline docks piled 
high with shipments, and retailers 
were confident that dollar losses 
would not be great, since all were in 
the same “boat and customers were 
compelled to postpone their-shoe buy- 
ing rather than transfer it elsewhere. 

Deliveries from factories before the 
walkout were two to four weeks late, 
but were showing signs of picking 
up. Stores are optimistic that that 
gap will be narrowed soon. 

There has been no lessening of de- 
mand for women’s, men’s or children’s 





and sculptured bow are featured 
Marshall Field's, Chicago. 


shoes, although the latter is in some- 
what the best supply. High style 
stores continue to plug beaded and 
nailheaded platforms, the extremes 
in which are reported to be catching 


’ on for street wear beyond all expec- 


tations. 

A flurry of highly decorated evening 
shoes appeared in downtown displays 
but soon vanished under a short sup- 
ply, heavy demand and an ebbing 
social season. Interior displays show 
an unusual number of mules and 
fancy women’s house slippers, reflect- 
ing dealers’ determination to make 
them a year around seller rather than 
only a Christmas item. 

Patent continues to lead in favor, 
with suede and calf following. Black 
heads the color preference with 
brown, navy and red trailing in that 
order. Reds and some greens are com- 
ing in, but promise to be scarce. 
Dealers predict that greens will run 
a poor second to reds in demand. 
There is a noticeable trend toward 
closed types, although the sandalized 
models are the most plentiful. 

—os @& 


SALES UP IN 
NEW YORK STORES 


STORES in New York continue to 
report very good business. During 
the month of January, usually an 
off-month, sales were bigger, in some 
cases, than ever before in the stores’ 
history. This is particularly the case 
in women’s departments where mul- 
tiple sales show the result of the re- 
moval of rationing, as well as the 
pent-up spending power of the major- 
ity of customers. 

In addition to these factors is an 
actual need for new shoes after a 
period of wartime restrictions. The 
only limitation on business is the 
shortage of merchandise. No one has 
been talking about “being sold out 
of business,” as they did a few months 
ago, but store managers confess that 
they wonder at the figures turned in, 
in view of their diminishing stocks. 
These comprise; at the present time, 
suedes, some patent leather, calf, kid- 
skin, some reptiles. 

Most stores are expecting their 
navy blue shoes in by early March 
or earlier. Low heels are “terrific,” 
according to everyone. Some demand 
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for closed shoes is reported. Espe- 
cially popular are low heel shoes with 
closed toes and open backs. High heel 
slings with open toes continue to be 
very much in demand. 

In the men’s departments business 
is up over a year ago, but not to the 
extent of the women’s departments. 


Wing tips are very much in demand, © 


as are broad treads and moccasin 
toes. One merchant finds plain toes 
still very popular. Another reports 
that they are not so much wanted but 
expects that there will be a revival 
of interest in them when the novelty 
of being able to get wing tips wears 
off a little. Men’s departments expect 
to carry tan and white shoes in lim- 
ited quantities. 

Children’s shoes are still showing 
shortages in certain sizes. One re- 
tailer reported that the 6 to 9 size 


run was the weakest in his inventory. 
This he attributed to the fact that 
the 3,000,000 or so babies born dur- 
ing the baby boom years are grow- 
ing up to these sizes and are putting 
unusual strain on inventories in these 
sizes. 
a i 
TWIN CITY STORES 
OFFER SPRING STYLES 


Minneapolis 


SPRING is strongly to the front in 
shoe offerings in Minneapolis shops, 
Maurice L. Rothschild shows a classic 
pump which relies on distinctiveness 
of cut and fine quality of leather to 
place it high in favor. Without trim, 
it is shown in black baby calfskin. 
Another pump designed with the 
same trim lines was made up in black 
patent or in dark brown calf. A well- 
styled pump with .scalloped front 
trim and bow was popular for both 
street and afternoon functions. 

Boll’s specialists in arch relief 
shoes, had a soft Town Brown calf- 
skin model both smart and comfort- 
able. Another style which meets with 
good sale here is in gabardine, with 
apron front and open toe. 

The Baker Co. featured dancing 
sandals as a special promotion. They 





Flattery To The Tips of Her Toes, in « 
Laird Schober Pump 


A pretty young-minded Sling Pump thet is os 


NE -O- MINE MIC OLLET 
oe e 











Napier in Minneapolis suggests a sling 


pump in black or brown calf with 
aerated ornamentation. 





had studded platform sole and a high 
spike heel. Other dancing sandals in 
silver fabric, or in black and gold 
were also featured. - 

John W. Thomas & Co. featured an 
exclusive studded platform pump, 
hand made, scrolled dramatically with 
nailheads, in black suede or brown 
calf. A smart bow pump with open 
toe and heel was featured in black 
patent. 

Roy H. Bjorkman featured a d’Or- 
say pump in black or navy calf. A 
sling pump in black patent leather, 
also in brown or navy calfskin sold 
well for Spring costumes. 

Napier featured a black or brown 
calf sling pump for Spring purchas- 
ing. Wedgies to be worn with slacks 
were given a special promotion here, 
in either black or brown. Open toe 
and open back ties and sling pumps 
were found popular. 

Donaldson’s showed a group of 
black low heels of smart styles in 
suedes featuring comfort and glamour. 
Among them were oxfords with low 
wedge heel. A T-shaped sandal, with 
open toe and heel was a sophisticated 
copy of a little girl’s shoe and sold 
well. 

Stendal brought out a group of 
shoes with a “merrily we stroll along” 


theme. These were all with low heels, 
some moccasins, others saddle ox- 
fords. A classic center-seamed strol- 
ler in polished calfskin was popular. 
A moccasin-type loafer in brown 
calfskin sold well in both weit sewn 
rubber and leather soles. 

Burt’s found that both casual and 
dress shoes sold well. A high heeled 
pump with closed toe and heel with 
reptile trim was a popular number. 

+ * . 


St. Paul 


DIVERSITY was the feature of the 
Golden Rule department store shoe 
section. To complement the new 
Spring outfits, alligator sandals and 
sling pumps, were shown. Platina 
lizard sandals with open toe and 
heel were popular. Bags to match 
were shown with these. Brown alli- 
gator calf in two smart styles sold 
well. One was a wall toed spectator 
style with high heel. The other was a 
tie with open toe and platform sole 
with wedge heel. Other styles in de- 
mand were a kid pump, with bow 
trim and Cuban heel in black or 
navy; a brown calf tie with platform 
sole, in open-toe, open-heel casual 
style; a calf pump with walled toe 
and tailored bow in black, brown or 
navy blue; a high riding, banded toe 
sling pump with perforated trim in 
black or brown calf and a high rid- 
ing gabardine pump with open toe 
and Cuban heel in black. 


Ballet-types for Spring prints and 
suits are featured with good success 
here. They come in black suede or 
antique red leather. Other styles are 
in black gabardine with tie and wedge 
heel. A sandal, in Grecian style, with 
platform sole and wedge heel was 
tied-in with this showing. It was in 
red gabardine with gold nailhead 
trim. A drawstring moccasin of elk 
with hard rubber sole in brown was 
a campus favorite. Other low heel 
shoes were a T-strap sandal of soft 
elk with wedge heel and a moccasin 
style with laced toe. 

Schunemans, Inc. featured chil- 
dren’s shoes in both school and dress 
models in sturdy leathers and black 
patent. Play shoes for adults were fea- 
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tured in the casual shoe shop in the 
new salon of this store These were 
ties, moccasins and slip-ons. Other 
favorite low-heelers were so/t step-ins 
in jet black suede or tan calf. Alli- 
gator calfskins in casual shoes for 
office or sportswear were shown in 
both ties, with open toe and heel] and 
in low heel sandal style 

The Emporium featured a patent 
leather sling pump with open toe for 
foot flattery. A side sweep sandal 
which has become a great favorite 
with the customers of this store was 
shown in black alligator calf. Gabar- 
dine sling pumps sell well. Patent 
leather is a favorite in the sandal 
type .shoe. Calf sandals, with port- 
hole trim for both tailored or dressy 
clothes in brown sold well. 

Husch Bros featured genuine tweed 
reptile done in opened-up pumps or 


pe 


sandals. Faille collared patent pumps 
for work or dress were featured. Low 
heels were favorite buys at this store, 
also, shown in a moccasin oxford with 
platform sole. Another low heeled tie 
in soft brown calf was in favor. 

Newman’s featured sling pumps 
with parallel perforation trim and 
stitching in patent. Sandals in rep- 
tile, suedes and patent went over well 
here. Fringed calf spectators in black 
or Town Brown sold well. Low heels 
were favorites here. A wedge heel, 
sandal type also sold well. Another 
low heel step-in with porthole trim 
and buckled back strap was wanted. 

> @ -@ 


BLACK WANTED MOST 
IN BOSTON 


A CONTINUING demand for black 
footwear is noted in Boston stores, al- 
though blue is beginning to edge into 
the picture. In most cases, however, 
customers asking for the latter color 
have been disappointed and have 
either become walk-outs or have com- 
promised on the former. Retail stocks 
are low with little prospect of new 
shoes coming in for some time. Jan- 
uary volume in most stores was about 
the same as that of January of last 
year, the only difference being that 
whereas last year was spotty with 
“highs” succeeding “lows,” this year 
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volume has been fairly steady from 
day to day. 

Kays-Newport on Boylston Street 
has been displaying a.wide range of 
high style patterns in black suede, 
smooth black and black reptile grains. 
Many of these carry nailhead studded 
platform soles; others are more con- 
ventional. Patterns range from skele- 
tonized sandal types to pumps with 
closed heels and toes. 

The Treadeasy store, also on Boyls- 
ton Street, finds the demand strong- 
est for shoes with closed backs and, 
insome cases, with closed toes. Smooth 
leather numbers in some cases have 
large tear-drop perforations. 


The report at the Solby-Bayes store 
on Tremont Street, is that black 
suede, smooth leathers and patent 
are selling best, although there has 
been an increasing demand for blue 
shoes. A trend toward closed backs 
is noted. 

The Thayer McNeil store, while 
selling mostly blacks in dress shoes, 
finds a strong demand for casuals 
of brown leathers, as well as for 
sturdy walking oxfords with plain or 
moccasin-seam vamps. In the men’s 
department at this store it is reported 
that the sale of casual footwear has 
continued throughout the Winter 
months, this type of shoe having 





dal of brown doeskin at 
Burdine's in Miami Beach. 


A sling ped in patent leather and a 
barefoot sa 


largely supplanted leather house slip 
pers. 

The Selby store, almost next door 
to the Thayer McNeil store, also finds 
the heaviest demand for blacks. One 
popular number is a combination of 
gabardine with patent in an asym- 
metric pattern. 

Several stores are showing one or 
two spectator oxfords in their win- 
dows, both brown and white and black 


and white. 
a * * 


BUSINESS GOOD IN 
UPSTATE NEW YORK 


BUSINESS in Elmira, N. Y., is con- 
sidered by most shoe merchants to be 
very good. It would be still better if 
they could obtain shoes to sell. Elmira 
has passed from a near-boom during 
the war to an orderly reconversion 
unmarfred by wholesale layoffs. Rel- 
atively few workers are affected by 
current strikes. 

One large shoe retailer did from 
25 to 30 per cent more business in 
the last two months of 1945 than in 
the corresponding period a year ago 
—all because he had shoes to sell. 
Most other stores have been less for- 
tunate in obtaining merchandise; con- 
sequently they marked up smaller in- 
creases. 

Limited stocks have prevented stores 
from selling as wide a variety of 
styles and leathers as customers seek. 
Dealers note a trend to slightly lower 
heels. They also foresee decreasing 
demand for open toes and heels dur- 


ing the coming months. Some stores 
have a good call for d’Orsay pumps 
and platforms. Nailhead trims and 
conservative ornamentation goes well ; 
so do bows. Dealers predict that cas- 
ual types will sell better during the 
coming months. 

Gabardines show remarkable popu- 
larity, especially those in the better 
grades. Suedes are sought, but very 
few are to be had. There is a steady 
demand for nurses’ oxfords, with the 
supply varying from a few pairs to 
a good line. Patent leathers sell read- 
ily wherever they are shown. 
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. The significance of the Queen Quality name was 
never better demonstrated than during war years. 
With materials scarce or unobtainable, and with 
retailers willing to make almost any con- 


still supplied shoes of such high 
quality that many retailers have 
written their appreciation for 
this exceptional service. 


This maintenance of quality 
¢ standards means stronger position for 
Queen Quality dealers when competitive selling gets underway. 
Yet, the quality story never overshadows Queen Quality’s 
styling achievements. There are spectacular high-style 
numbers in ultra-smart footwear, and well balanced 
selections in the more conservative types... 
We are not able to serve new accounts 
just yet, but we would like to discuss 
Citi Quality’s future in your store. 


Dap, ADVERTISED IN LIFE, WOMAN’S HOME 
: me = COMPANION, MADEMOISELLE AND VOGUE 


as! ‘shoes.. 56% 
7 els tive maanekalsitbhike SHOE COMPANY « ST. LOUIS 
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FORTNIGHTLY SURVEY OF CONDITIONS IN VARIOUS SHOEMAKING CENTERS 


Mrspecturing ni Menkes 


Boston 


ALTHOUGH the number of buyers visiting the Boston 
market has decreased during recent weeks, there has been 
by no means a corresponding decrease in orders placed. In 
fact, buyer pressure has increased if anything, letters, tele- 
grams and phone calls having taken the place of personal 
visits. 

In general, the demand is for conventional, almost con- 
servative types of leather footwear. The theory advanced 
to account for this is that merchants, fearing price in- 
creases, would prefer to have types the demand for which 
would be affected the least. Thus the emphasis, for the 
moment at least, has switched from high style and high 
colors to black, browns and blue. All-over whites are not 
in as great demand as are combinations of white and 
brown. This applies not only to spectator pump types but 
as well to casual and even loafer types. Patent leather is 
also popular and no supplier can fill the demand for iab- 
rics which will be used in footwear in at least as large 
quantities as it was last year. 

In the field of men’s shoes, brown and white combina- 
tions are the rule in sport shoes and, in dress footwear, 
there has been a swing away from the wing-tip pattern 
toward the straight tip and even the plain toe. Men’s work 
shoes are still scarce and such orders as are being ac- 
cepted cannot be filled in much less than eight weeks after 
acceptance by the manufacturer or wholesaler. The latter 
re-ships as fast as the shoes are received and, to date, at 
least, has had no opportunity to build up his stock. 

Orders placed in the shoe and leather industry during 
December of last year, as reported to the Associated In- 
dustries of Massachusetts, were 28 per cent greater than 
in November. They were 74 per cent higher than in Decem- 


ber, 1944. 
Chicago 


SHOE manufacturers had just about come to the point 
of view that their industry had seen, and in a measure, met 
every possible obstacle on the calendar when the meat- 
packing strike was called. Now they say, they have seen 
everything! Even though the strike was of comparatively 
short duration, it caused repercussions in the tanning and 
shoe industries, since obviously far fewer hidés were 
shipped in to the tanneries. The most immediate curtail- 
ment was to be seen in the sheepskin departments, where 
in some instances there was as much as a 50 per cent drop 
in output, resulting in the shutting down of that division 
entirely. 

There is still considerable discussion among retailers over 
the 444% absorption of raised ceilings to the manufacturer. 
While this particular percentage does not amount to too 
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much of a drain on the retailer at this time, yet he feels 
this policy has established a dangerous precedent in gov- 
ernment rulings. The continuance of OPA is a subject that 
is in the forefront of every retailer’s thinking. While he is 
definitely not against the basic theory of Mr. Bowles’ “Hold 
the Line” argument, he makes the point that a sound basis 
for price adjustment would be the permission to use his 
mark-on of 1941. In that way increased costs would be 
covered, the public would not be asked excessive prices, 
and a spiral of inflation would be avoided. 

Pre-ticketing is not a popular program among shoe men 
either. Since an over-all average is used as the basis for 
pre-ticketing prices, this would obviously work to the dis- 
advantage of many. What applies to a popular-price shop 
in a large metropolis is not applicable to a prestige shop in 
a town of say, 300,000. Thus an established price for a 
given item, identical throughout the country, would ob- 
viously work hardship, since inequalities in operation are 
inevitable in the retail business whether in shoes or any 
other merchandise. 

The continuing shortage of leather hides still remains 
and manufacturers are hard put to keep up production. 
A “gripe” that is now going the rounds is to the effect that 
hides are being sold for export, admittedly at considerably 
higher prices that they can be sold here. Thus countless 
calfskins, in both staple and novelty colors, are being 
shipped to Europe to be made in women’s shoes there 
which will again find their way back to America as “little 
imports.” Since the tanners are not limited by price ceil- 
ings in selling abroad naturally the export trade is favored 
by them to the disadvantage of the domestic manufacturer. 


St. Louis 


Sr. LOUIS shoe manufacturers, already beset by earlier 


‘ ghaterials and labor difficulties, are striving to catch up 


on production lost during an 18-day strike of 1500 St. 
Louis truck drivers. 

The transportation shut down was probably the most 
damaging hardship the industry has suffered since begin- 
ning of the war. Except for factories with their own 
railroad sidings and therefore capble of accepting carload 
lots, virtually all deliveries of raw materials and shipment 
of finished shoes ceased. A few shipments were made by 
express and in privately owned automobiles, but the total 
tonnage was trifling compared to that immobilized. 

The railroads a day after the walkout put an embargo 
on LCL shipments to avoid cluttering loading docks with 
material that could not be moved. Sixty thousand persons 
in the shoe industry were made idle. 

Some manufacturers feel they can make up for the lost 
time, but others believe it will only add 18 days to the 
two to four week lag already existing in deliveries. Ware- 
house crews were on the job the first day after the strike’s 
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Eira as a Bolero Rhythm floating on a moonlit breeze — that's 

Chi-Chi. Now she brings you all the tantalizing colors of the Passion 
Flower, traced in a gossamer web on muted satin. Now she flaunts “a 
barbaric serpent, appliqued in brilliant tones on jettest black or heady 
wine — there’s a whole host of colors. Not for the timid! For foot glamour — 
be irresistible with Chi-Chi all the year round! 


BRUSKT FOOTWEAR CO... 47 West 34 Street, New York 1,N. Y. * Chicago Office, 189 W. Modison St. 
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Honor in Retailing 


Mr. Everit B. Terhune, President, 
Boot AND SHOE RECORDER. 


I formerly operated a shoe store on 
the premises of 712 Maxervell St., Chi- 
cago, Ill. On or about June 25, 1934, 
an assignment was made to R. J. Dwyer, 
trustee, for the benefit of creditors 
which was accepted by the creditors. 


Since that time I started another 
venture known as Hy Miller Shoe 
Stores, Inc., located at 526 Broadway, 
Gary, Ind., which has proved to be a 
highly successful venture. I also ac- 
quired a 50 per cent interest of Mar- 
shall Shoes, Inc., 1756 W. 47th St.,“Chi- 
cago, Ill. The make-up of Marshall 
Shoes, Inc., consists of two stores, one 
located at 1756 W. 47th St., Chicago, 


Letters to the Recorder 


Ill., and the other at 5232 W. 25th St., 
Cicero, Ill. 

At all times since the assignment for 
creditors was made I felt that there 
was a moral obligation to pay off the 
deficiency even though the legal obliga- 
tion no longer existed. 

When the assignment to creditors was 
made there was a liquidating dividend 
of 27 per cent paid leaving a balance 
of 73 per cent unpaid. 

On September 18, 1945, I was finally 
able to make good my moral obligation 
and pay off the remaining balance of 
73 per cent of the assignment of June 
25, 1984, which was made for the benefit 
of creditors. 

The following creditors received 
checks in full which paid up my ac- 
count in full from the assignment of 
creditors made on June 25, 1934. 











Balance Due semen |’ a 27% Balance Paid 
’ 6/25/34 9/13/45 
i tins cond @snnkeewtasnanes $162.76 $ 43.95 $118.81 
SG Da cians bebese gesces canes 368.27 99.43 268.84 
and Kirechten................0000s 37.95 10.25 27.70 
Dsdachnossedéudesvetvnnent 128.50 34.70 93.80 
teh banxt-c¥sensv0 ces enepes’ 187.51 50.63 136.88 
Fashion Shoe—Boston.................. 33.66 9.08 24.57 
RR RC 142.08 38.36 103.72 
SEES 0 bs inaiBdi Serer owsvervedac’ 282.20 76.19 206.01 
MEN brdlbderescnscccediascecsssepe 28.40 7.13 19.27 
SN chen aden cnece cer cepnnesee th 364.70 98.47 296.23 
i cnceresceverdeserssabececens 123,61 33.37 90.24 
NN 000 3asccvccqccuvedpventa 1147.72 309.88 837.84 
Sires cp cachtedtscetecotipait 830.62 224.27 606.35 
STD Naot ous snciivecdtuceumns 476.08 128.54 347.84 
$4312.06 $1164.28 $3147.80 














I wish to take this opportunity to thank my creditors fon their patience and under- 


standing and the faith placed in me. 


Yours Very Truly, 
Louls Warsaw 
526 Broadway 
Gary, Indiana 





Can’t Escape Shoes 
Mr. Everit B. Terhune, President, 
Boor AND SHOE RECORDER. 


My sons forwarded your letter of the 

7th, which reached me a few days ago. 
* Thanks heartily for the good wishes for 

a successful vacation. 

When I left Detroit my medico 
warned me to forget shoes for the next 
four months. “Erase ail shoe thoughts 

.from your mind,” he warned me. I 

promised that I would. But before I 

had covered one hundred miles I en- 

tered a restaurant for my noon lunch 
and the first thing I knew I was served 
shoe string potatoes. If that wasn’t 
enough to remind me of my weakness 
@or shoes, a Leatherneck sitting at the 
counter a few feet away from me 
played on the juke box “Shoe Shoe, 
Baby.” 

After lunch I tuned in my radio to 
the selection of “Oh, Dem Golden Slip- 
pers.” That night I went to a movie 
and discovered I -was witnessing the 
premier of a movie based on one of 
Tchaikovsky’s compositions — “ 
mas Slipper.” Upon my arrival in Los 


™ 


Angeles I instantly contacted my good 
friend, John. Scott Black, formerly the 
Detroit and Los Angeles Shoe Ration- 
ing Officer who is located in the Haas 
Building—The West Ccast Boot and 
Shoe Center. As a matter of fact, this 
building houses the West Coast Shoe 
Travelers and their association of some 
225 members, some of whom I know 
personally. 

Next on my itinerary to forget shoes 
was to meet Dr. Hiss whose interest in 
shoes is an open secret; Al Sheppard, a 
Detroit shoe man who is now in Los 
Angeles, manager of the Dr. Scholl 
Foot Comfort Shop; and last but not 
least, I met up with Harry Terhune, 
West Coast Boot AND SHO? RECORDER 
representative as well as Melville 
Kaufman, President of Casuals, Inc., 
who is the new President of the Cali- 
fornia Dons, a group of local manufac- 
turers specializing in better grades of 
merchandise for the men’s trade. The 
day after my arrival I picked up a local 
newspaper and the first item my eyes 
focused upon was a review of a book 
for children by Noel Streatfield, “Ballet 
Shoes.” Now that this missive is fin- 








ished I shall try to forget shoes; but I 
feel that I cannot escape shoes no mat- 
ter how hard I may try. 

The living, moving picture of feet 
shod in shoes is always before my eyes. 
I see God’s “chillun” run, walk and hob- 
ble in boots and shoes everywhere. It 
appears to me that I am destined to die 
with my boots on, doctor’s orders or 
otherwise. 

Shoe’ly yours, 
NATHAN HACK, 
805 Haas Building, 
219 West 7th St., 
Los Angeles 14, Calif. 
> > - 


Grateful to His Supplier 


Mr. Everit B. Terhune, President, 

Boot AND SHOE RECORDER. 

I am attaching a copy of a letter we 
recently sent to each and every one of 
our suppliers. 

During my travels around the coun- 
try during the past year I have met any 
number of buyers and most of them 
were either running a certain manu- 
facturer down or cussing him because 
of his late deliveries, never stopping to 
think or realize what difficulties the 
manufacturer had to work under. It is 
my idea that if more retailers worked 
with their suppliers and were more 
grateful for small allotments both par- 
ties would be far more happy. It is just 
this same type of thing that has 
brought about all these strikes we are 
now going through, so if the retailer 
works with his suppliers he will be far 
better off during this trying period and 
no telling what the manufacturer will 
do for him as his production increases. 

I am passing this on to you for what 
it may be worth, and in hopes that 
maybe you will write an article in your 
magazine along these lines. 

Very truly yours, 
Eart A. MILLER. 
111 East Baltimore Street, 
Baltimore 2, Md. 


Copy of Letter Sent 
To Suppliers 


Mr. B. U. Shriner, French Shriner & 
Urner, 68 Melcher Straet, Boston 10, 
Mass. 

Dear Mr. Shriner: 

Having just completed my Annual 
Sales Rep»it, | am much gratified to 
find that it ‘ndicates a most successful 
year. 

However, I appreciate the fact that 
this was made possible by the fine co- 
operation of the manufacturers upon 
whom I depend for my source of sup- 
ply. Please, therefore, accept my sin- 
cere thanks for your splendid assis- 
tance during the year recently closed. I 
am not unmindful of the extreme diffi- 
culties under which you were compelled 
to operate, which makes me especially 
appreciative. 

Trusting that 1946 will be a most 
successful year for you, I am, 


Very truly yours, 
Earut A, MILLER. 
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Shoes and Gloves Match in Miami Show 


Use of the Latter a Noticeable Feature at Burdine’s Surf Club Fashion 


Exhibition—Return 


M1aMiI— Mrs. Winston Churchill’s 
childlike enthusiasm was almost as in- 
teresting as the models themselves as 
she watched the fashion show spon- 
sored by Burdine’s at the Surf Club. 
Her interest was infectious and all the 
models were well received. 

The show was built around a new 
theme, one in harmony with the times, 
end suggested a “second honeymoon in 
Miami.” That every group might be 
represented three coupies participated, 
all named for the great airlines oper- 
ating out of Miami. There were youth- 
ful Mr. and Mrs. Delta, sophisticated 
Mr. and Mrs. Eastern, and streamlined 
Mr. and Mrs. Pan America. All the 
clothes they showed were really wear- 
able. They were smart yet not extreme, 
and adapted to travel, to active sports, 
to spectator sports such as races, to 
afternoon, evening, and finally, to end 
the day in negligee and night clothes. 

Very noticeable throughout the show 
was the use of gloves. Many long ones 
appeared, and there were black and col- 
ored gloves for evening. In most cases 
shoes and gloves matched in color. 
There was an air of elegance through- 
out—something that has been lacking 
for a few years past. Hats were fre- 
quently well covered with flowers and 
a number of items the trimmed Dache 
nets appeared. This was featured as 
a practical summer styie, one that will 
insure smooth locks at all times. The 
nets are flower trimmed, and the flowers 
may be changed to harmonize with the 
costume. 

Colors are exotic and brighter. This 
was noticeable among the guests as well 
as on the fashion runway. The woolen 
fabrics are soft and light weight, but 
more attention is given linen pique and 
cotton for daytime wear. The svelte 
styling of the frocks is delightful. The 
good neighbor influence was distinctly 
felt in the frequent use of Mexican 
and Guatemalan prints for sports wear. 
This was picked up in footwear. The 
popular shoe is the gay colored sandal. 

Because the ban on yachting or boat 
trips during the past several years is 
now lifted some attention was given to 
yachting clothes. One very smart en- 
semble showed a red, white and blue 
shorts and skirt ensemble. A more so- 
phisticated ensemble offered a navy 
skirt, red and white striped Basque 
shirt with white flannel shortie jacket 
piped in red and blue. Still another, of- 
fered a navy and white striped Basque 
shirt with white flannel skirt and red 
blazer. 

Prints were shown for afternoon 
wear and long fitted soft wool coats 
produced interesting. ensembles. One 
such was a black and white print crepe 
dress, over which was a long fitted red 
wool coat—the pockets puttoned in gold. 
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of Elegance Stressed. 


Important new belted silhouette is illus- 

trated in this tan gabardine Jablow suit 

with Dache hat loaded with bright flow- 

ers, shown at Burdine's Sunshine Fashion 

Show. Costume also reflects tendency 
to match shoes and gloves. 


A black Milan crownless cartwheel hat, 
black shoes, gloves, bag and other ac- 
cessories completed the ensemble. 

Many prints were shown, and a num- 
ber of delightful stripes appeared. A 
new detail was the opening of a bolero 
jacket in the back instead of front; 
triangular cutcut back midriffs, and 
open midriff frocks made into street 
costumes by adding a short jacket, 
more general dressmaker touches and 
less strictly tailored models. It would 
appear that women are glad to get 
away from the tailored clothes they 
have been wearing during the past four 
years and want something more fussy 
and frivolous. 

Almost without exception the models 
wore open toe sling back pumps or san- 
dals. For the most part the men were 
content with conventional two-tone 
sports shoes. 


Hold Annual Meeting 


WILKES-BarRrRE, Pa. — The Thrift 
Associates Credit Union of the Thrift 
Shoe Stores held its annual meeting 
recently at Hotel Sterling. The dinner 
and dancing which followed was under 
the direction of two employes recently 
returned from the service, Leonard 
Brader and Jonas Cohen. Other ser- 
vice men and women now back with 
the store are Samuel Lorusso, Michael 
Knizer, Paul Conmy, Harold Hyman, 
Jack Leifer and Mary Homzur. 


Separate Your Departments 
To Sell More Shoes 


[CONTINUED FROM PAGE 57] 


features beige walls and a rust carpet. 
All woodwork is walnut finish, and the 
display interiors are pale pink. 

The second floor, where women’s 
shoes and accessories are located, has 
pale green walls and a dusty rose car- 
pet. Dark green is used for the wood- 
work; settees are upholstered in green 
fabric, and chairs are upholstered in 
dusty rose fabric. Pnk is again used 
for the display interiors. 

On the third floor where juvenile 
shoes and accessories are housed, the 
walls are fight blue, the display inte- 
riors pink, the woodwork dark blue, the 
carpet light blue, and chairs are up- 
holstered in bone white, matching the 
ceiling. 

The four floor, housing the office, has 
walls of mist gray, display interiors of 
suntone, wine-colored woodwork and 
chairs upholstered in bone white. 

A sprinkler system covers the entire 
building and is mortised into the ceil- 
ings in such a way that it does not de- 
tract from the general atmosphere. 

fficials of the company believed that 
departmentizing the stock by floors 
would enable the store to cater to large 
numbers of people simultaneously with- 
out running the risk of appearing 
crowded and unifiviting to prospective 
customers. Thus, adequate seating ar- 
rangements have been made on all 
floors: the children’s department, ap- 
proximately 40 x 16 feet, seats 28; the 
women’s department, 51 x 28 feet, seats 
40; the men’s department, 24 x 17 feet, 
seats 23. 

Fred L. Hasey is the head of the 
Keith retail stores. The Memphis store 
is managed by Dan Duncan, who comes 
there from Fort Worth, Tex. The store 
will be under the supervision of M. A. 
Daniels, District Manager. 


In New Location 


New Beprorp, Mass. — Friedland’s 
Shoe Store, previously at 1523 Acushnet 
Ave., this city, has moved to a new lo- 
cation at 1576 Acushnet Ave. 


Everywoman a Casfial 


Shoe Customer 
[CONTINUED FROM PAGE 55] 


make shoes interesting to your cus- 
comers. 

As to the third selling point, color... 
there is plenty that you can say about 
that. Color combinations are very 
strong this year. White with a variety 
of colors as well as the classic tan and 
white. . .. Army russet preferred this 
year. Beige . . . so strong from beige 
to saddle to cream tones . . . combined 
with tan or brown is another top favor- 
ite. And then there are any number 
of pretty unusual combinations such as 
green and rose fuchsia. 
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Rides pura... 
D| children "s shoe line 
headed for the top 


UST what the dealer ordered . . . that’s Rough Rider 

Shoes . . - a better children’s line for the better 
stores. Here’s real style, fit, quality and wear . . - built 
in and instantly apparent. Here’s unequalled value to 
retail at $3.50 to $4.50 . . . with customer satisfaction 
ured. Here’s the product of a 


nd well-established manufacturer - - - headed 


large @ 
for a top-rank position in the children’s shoe field. 


and repeat business as8 


Rough Rider presents striking new ideas in children’s 
shoe advertising, too The friendly Rough Rider ap- 
in such magazines as PARENTS’, GOOD HOUSE- 


KEEPING, AND WOMAN’S HOME COMPANION 


_. . draws attention to Rough R 
cally graded lasts - - 
. leather counters, 


ider styles and features 


... such as scientifi _ snug ankle fit. . - 


Goodyear Welt construction .- - 
insoles and outsoles. 
ing store that wants leadership in quality "7) 


If yours is a lead 
children’s shoes, don’t delay. Wire, write or *phone for f 
der Division, Cannon Shoe 


full information to: Rough Ri 
Company, Lafayette Ave. and Dickson St., Baltimore 


17, Maryland. 


Ride to Top Sales with .+-+ 








Special mountain climbing soles and heels were designed and pro- 
duced by the rubber heel and sole industry. Note the sturdy cleats 
on sole and heel shown in inset above. 





The rubber sole and heel manutacturers had to meet and lick prob- 
lems of design, rubber shortage and production in order to put 
our armies on a firm footing. That they were able to do so is one 
of the many “miracles of production” of World War II. 
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In spite of mechanization of modern warfare, armies still move on 
their feet. Good shoes with rubber soles and heels have played a 
major role in keeping our men fit for combat after days of gruel- 
ling marching. 

' 
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Our fighters in World War II were the best 
shod in history. They marched to Victory on soles 
and heels of RUBBER. 


This was the first war in our history in which rub- 
ber soles and heels were universally adopted—by 
the Army, Navy, Marines and Coast Guard—be- 
cause they gave greater wear, dryness, firmness 
underfoot, and comfort. Rubber could take it—in 
cold and heat, on ice and coral reefs. 


The demands of war were almost inconceivable— 
104 million pairs of heels and 77 million pairs of 
soles for the armed forces in the single year 1944. 
Indeed—we had to have RUBBER—for Victory! 
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This farmer knows the value of good rubber soles and 
heels for added wear and foot comfort. 


Now more than ever 
the American 


+ » public must have 


~ RUBBER TOO! 


During the war, rubber soles and heels 


were essential to keep the home front mo- Men who are on their feet hour after hour know what a whale of a differ- 


bilized for war production. They were espe- ence it makes to walk on rubber. 
cially needed by war workers, by farmers, and by civilian protective agencies. 


During 1944, the rubber sole and heel industry produced 107 million pairs 
of soles and 279 million pairs of heels for essential civilian use in addition 
to the millions for the armed forces. 


Now—during re-conversion—the civilian demand for rubber soles and 
heels breaks all previous records. The industry is doing its best to catch up. 


And, thanks to war-time research and technological improvements, the public 
is now constantly able to get better rubber heels and soles—plus products 
with more wear, more comfort, more style. 


Comfort—plus style! The rubber heel 
and sole industry is ready to serve the 
footwear needs of America. 








Spring Shoes in the Ad News 


(CONTINUED FROM PAGE 64) 


hem and backward flare of many Spring 
dresses focuses attention on your I. 
Miller NECKLACE SANDAL. The 
longer skirt that is a Spring must 
shortens the distance to your I. Miller 
LOWAY. 

SAKS-34TH, New York, accents “re- 
flections of Spring in GLEAMING 
ACCESSORIES. . . . Look to the gleam 
of patent and Miraglo for a forecast of 
fashion-first accessories.” SONNEN- 
FELD’S, St. Louis says, “Look! Tomor- 
row’s here! PLASTIC PATENTS. . 
It’s gleaming jet, it’s new as tomorrow 

. supple plastic patent in a smooth 
platform sling.” 6.95. 

B. ALTMAN & CO., New York, ac- 
cents the use of a necklace sandal with 
sketches of long gloves, theatre tickets 
and a night club doorman calling for 
a cab, describing it as “a dramatic new 
shoe . . . myriads of tiny multicolors 
twinkle on the high-twining ankle strap 
and platform. Destined to match the 
glitter and formality of after-five occa- 
sions.” 

BONWIT TELLER, New York, fea- 
tures “Domestic Wine—because wine 
goes with everything. ... Our own good 
shoemaker launched wine last Fall. 
Since then how the feeling for it has 
grown! Last week a series of wine in 
our windows. ... See the handsome new 
calfskin series, both low-heeled and 
high, for present and future wear.” 
14.95 and 15.96. 


MARSHALL FIELD, Chicago, says, 
“There’s a new note . . . a blue note in 
our Shoe Salon! ... We’re early birds 
with the navy shoes that are such high 
fashion news for Spring! Three slick, 
chick little shoes, styled in fine supple 
navy blue calf to give an added touch 
of smartness to your costumes now and 
in the Spring!” 14.75 and 16.75. 


GEUTING’S, Philadelphia, headlines 
“Colorama in Reptile! Red- green- 
blue- toast- brown- beige- black! in 
genuine Cobra and Alligator-lizard. . . . 
‘It’s been a long, long time’ since you’ve 
see anything comparable to these high 
style, higher platform, genuine import- 
ed reptiles. Another Geuting ‘First’ for 
you to step into.” 

JAY THORPE, New York, call their 
bronze lizard “a suave new pump—per- 
fect footnote to the season’s new soft 
suits.” SAKS FIFTH AVENUE, New 
York, say their reptile clogs “lead a 
charmed life . . . wonderful with wools 
and furs now, with suits at the first 
sign of Spring.” 


McCREERY, New York, bets on 
flats. “Flats go everywhere! .. . Yes, 
we’ve made up our minds that flats are 
the shoe news for 1946. Yes, they go 
everywhere, with suits, with shorts, 
with sparkle clothes.” 


I. MILLER, New York, takes an en- 
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tire page to put over flats, with nursery 
rhyme copy. “This is the shoe that I. 
Miller built—This is the heel—That 
roused the town—That set the trend— 
That lowered the heels—Of the nation’s 
gals. These are the shoes that I. Miller 
has built—To pamper the feet—Of the 
nation’s gals—That follow the trend— 
That set the style—That sprang from 
the shoe—That I. Miller built.” 12.95 
to 16.95. 

Several stores contribute to the “ads 
to teens” department. HORNE’S, Pitts- 
burgh, picture three shoes. “The shoe 
for business or walking—neat oxford 
in soft black kid with patent leather 
trim. The shoe for that in-between- 
occasion—open toe tie with smart 
punchings. Smooth black calf. The shoe 
for afternoon or dress—the closed toe 
pump in black gabardine with soft black 
kid.” $5.50. 

B. FORMAN CO., Rochester, pictures 
two “Fancy Free calfskins—good little 
suit shoes that give swing to your 
step.” B. ALTMAN & CO. present 
their Saddle-Pac, “Teens go for color, 
and this shoe is red! It’s a wonder— 
casual enough for blue jeans, good- 
looking enough for your nicest tailored 
suit, sturdy enough to take hard wear.” 
7.75. 

The comfort angle isn’t overlooked. 
J&J SLATER, New York, offer Bal- 
ance-in-Motion shoes for “daylong de- 
light.” Of their Smoothie, STETSON 
SHOE SHOP, Chicago, says, “It has all 
the earmarks of one of those ‘I live in 
it’ shoes.” O’CONNOR & GOLDBERG, 
Chicago, call their Featherlights, 
“Shoes so utterly buoyant that their 
presence on your feet is an eternal de- 
light.” On the other hand, smartness 
is themed in ads by COWARD, Boston. 

- “Crushed kid peep show ‘show-off’ 
stepin . . . pretty shoe open to the 
world, designed to dramatize the lines 
of your foot like a ballerina’s slipper 

.-” and HARPER’S, Philadelphia, 
plays up “The Light Touch” in their 
Posture Control shoes. 

Excerpts from other ads— 

“That Feet-on-the-ground look of 
1946 ... a neat treat for your feet.” 

GODCHAUX’S, New Orleans 

“The lustrous gleam of ultra smart 
brown lizard.” VERNER’S, Pittsburgh 

“New step for the new year... ar- 
rant flatterer for your dressy or tai- 
lored moods. DALSIMER, Philadelphia 

“How those smoothly defined lines 
point up a pretty foot!” 

BONWIT TELLER, Philadelphia 

“A very fine start on the highway to 
1946.” H. LIEBES, San Francisco 

“Sure sign of a new season—when 
patents begin to gleam on the sidewalks 
of New York. Four simple ways to add 
spice to your wardrobe.” 


Men’s Leisure Shoe Firm 
Increases Production 


NoRTH QUINCY, Mass.—The growing 
call on the part of men for colorfy] 
leisure footwear to complement off-time 
ensembles has resulted in the recent 
entry of a new manufacturing organ- 
ization, Slax Footwear Company, of 
North Quincy, into the men’s styleful 
leisure footwear field. M. Robert Shaf- 
fer, of Hingham, Mass., is president of 
the newly organized company. 


M. ROBERT SHAFFER 


A landscaped factory, the last word 
in modernization, equipped with the 
most up-to-date machinery and working 
arrangements, is now completed. The 
interior of this new plant is a study 
in color dynamics and improved light- 
ing. Here informed workers operate 
under the most favorable conditions 
in a large airy, sunlit area, finished 
in two restful shades of green to mini- 
mize eyestrain and insure a quality of 
work that measures up to the highest 
standards. 

The product of the new company will 
be nationally advertised on a year- 
around schedule in mass circulation 
magazines under the brand names, Bos- 
tonian Slax and Mansfield Slax. Bos- 
tonian and Mansfield Slax will be sold 
through leading men’s shoe and cloth- 
ing stores from coast to coast in two 
popular retail price groups, Bostonian 
Slax at $8.95 and Mansfield Slax at 
$7.50. The line for 1946 comprises six 
basic styles of twenty-two different 
color combinations, covering the broad- 
est appeal imaginable. 

Slax are made by the Pre-Mold Proc- 
ess which introduces a new and im- 
proved construction to leisure footwear. 
This unique construction pre-molds the 
shape of the upper before it is lasted, 
thus insuring a permanent shaping to 
the upper and a fitting quality that 
eliminates any strain on seams and 
gives the wearer satisfactory per- 
formance. 

Production is now under way on an 
increasing schedule. Over 100 people 
are employed at present with the plan 
to step up employment rapidly to some 
200 workers. 
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MEN’S EYELET COLORS ENAMEL FINISH 
SPRING 1946 OUR NUMBER 


Yankee Brown 302 
Indian Tan 300 
Tawny Tan 300 
Cordo Wine 1100 
Bermuda Tan 1200 
Sandune Beige 1300 





; 3 shoes and many others of 


similar design, now in volume pro- 
duction, are fitted with Aluminum 
Eyelets — blind and surface types. 
Shipments are made promptly on 


all standard sizes, colors, and types. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS — 
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Sed HAS THEM, 


LIGHT AND AIRY AS A MOUNTAIN BREEZE 
AND DELIGHTFULLY CALLED 


Gabardine Anklet, 
noilheads. White, 
beige, red, maize, 
light blue, black. 


Sizes: 4-9, $2.80 


Play shoes like these just don’t happen. They’re the 
result of knowing what women want in casuals. This 
Spring it’s gay Pastel shades, “light and airy”. Fred 
Jacobs designs them with his usual genius for the 
original and makes them in genuine California 
Process with all-leather soles. For the “tops of the 
play shoe business” remember PLAYTOPS. 


Sandal Pump. White, red, 
beige leather. Leather 
Covered 5/8 Flot Heel. 
Sizes; 4-9. Pancake Last. 


Swing Strap San- 
dal. Black-Brown 
Suede; White-Red 
Leather. Sizes: 4-9, One-Strap Sandal. 
White, red, beige 
$3.18 leather. Covered 
leather heel. Sizes 


49,59. $3.06 


fats 
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SHOE & SLIPPER CORPORATION ~ 200 councn sreeer, new vorx 13, w. ¥. 








THE OTHER 
DAY WE 
READ AN 


AD FOR... 


Reading a dealer ad 
for Bass brought us 
back to the good old 
days—and the good 
new days to come! 
For then, each of you 
will have enough 
famous Bass Shoes to welcome back, to adver- 
tise again, and to sell to all of your customers. 
We're gratified by the enthusiastic promotion 
even the first trickle of Bass Footwear has been 
getting from dealers. It shows once more 
that old friends are best — the proof 
being Bass Outdoor Footwear. 
Eventhough <9 arestill limited, 
the profitable s line is again, 
and will continue to be, your 
customers’ favorite— 
and your best 
sellers. 





Manufacturing and Markets 


[CONTINUED FROM PAGE 72] 


close and most factory personnel back the second. 

Hampering what otherwise might be a rather speedy re 
covery is a continuing labor bottleneck and leather scarci- 
ties. Manpower remains 10 to 15 per cent short, despite 
returning veterans. Leather, which formerly was the worst 
handicap, is still in bad supply but nevertheless repre- 
sents the least of factories’ troubles. Some buyers are 
reported using more gabardine rather than let leather tie 
up deliveries longer. The wood heel situation. too is bad 
with little hope for early improvement. Textiles are scarcer 
than in many months. 

These shortages did not recover from the setback as 
swiftly as some others for the reason that the embargo on 
incoming freight was not lifted until two days after that 
on outgoing. Total production loss for the 18 days was 
estimated at 3,500,000 pairs of shoes. 

Meanwhile manufacturers report that shoe buyers today 
are visiting this market in unprecedented numbers, be- 
seeching a place in production schedules on models which 
are not yet beyond the drawing board stage. Although 
the Spring displays of Fall models are not until March 30 
here, retailers are so desperate for assurance of better 
with little hope for early improvement. Textiles are scarcer 
than in many months. 


Rochester 


P LANS for the near future of the shoe industry in the 
Rochester and the upstate N. Y. area, rather than activities 
of the present, characterize an interlude of mid-Winter 
quiet. It is a lull between busy months just gone and those 
to come in which ability to produce footwear will alone 
determine production volume; ability to get it will decide 
the size of retail sales. 

For tomorrow, in other words, “the sky is the limit.” 

But right now, as February appears on a scene in which 
strikes and talk of strikes are receiving the major part of 
attention of the public, the manufacture of footwear is 
increasing gradually. 

Shoe factories have more workers than they did a month 
ago, but their number is neither as great as had been 
anticipated, nor as high as the needs of shoe industries 
require. But it is expected that there will be a consider- 
able increase in March and April. 

Although the supply of leather and other materials that 
go into the making of shoes is better in many instances 
than in recent months, it presently falls far short of re- 
quirements. 

At a time not far away some additional skilled help for 
shoe factories is foreseen, with others to be available to 
learn machine and other trades that have a place in the 
making of footwear. 

But the view toward the time when there will be a suffi- 
cient supply of leather materials is obscure; no one is able 
to make a good guess about when it may be expected to 
arrive. 

For one thing, disturbing reports are heard of the shut- 
ting off of cattle hide leather from Latin-American coun- 
tries, from which much was expected because they have 
a lot of leather on hand. That is due to the expansion of 
the tanning industry in Latin-America during the war, 

[TURN TO PACE 105, PLEASE] 
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Strong Window Backgrounds 
Command Attention 
(CONTINUED FROM PAGE 63) 


ings were created by the Florsheim 
Display Shop, Chicago, and purchased 
by the dealer, Robert Steinhouse, for 
his Madison Shoe Store at 200 Fifth 
Ave., New York. The panel attracts 
the eye before the shoes are seen. One 
glance confirms the story: snow, sleet 
and cold are ahead; rough weather shoes 
are a necessity. The durable, heavy 
fabric drape is red. The floor is red 
plush. A white sheepskin rug breaks the 
monotony of the single color, and, with 
the addition of the shoes, provides 
three-way contrast. The spacing of 
furniture affords balance to avoid 
burdening the eye with too many 
“things” to observe, Other fixtures 
might have been used in place of the 
dogs which simply express the trim- 
mer’s individuality and augment con- 
trast and balance. The finished window 


is simple, uncluttered, and reflects a 


high quality store. 

[Editor’s Note: This is the second in 
a series of articles by Murray Olsher 
on the preparation of a successful shoe 
merchandising window. The first arti- 
cle, Grooming the Shoe for the Window, 
appeared in the Jan. 15 issue of Boor 
AND SHOE RECORDER. ] 


Washington Newsreel 


(CONTINUED FROM PAGE 46) 
of the filing before taking the adjust- 


ments permitted by the order. 
. . * 


While there is some pressure on gov- 
ernment officials to increase the sup- 
ply of cotton linings for shoe produc- 
tion, wiser heads in the industry are 
letting well enough alone. 

Shoe production, based on a 20 day 
work-month, is now running above 
2,000,000 pairs a day—an all-time high. 
This represents an increase of about 
12 percent from the 1936-40 average. 

Other industries, whose production 
is even more dependent on supplies of 
cotton, have not been so fortunate as 
to have fully completed their recon- 
version and certainly have not had an 
opportunity for expansion. 

In the light of these facts, further 
representation on the part of members 
of the industry, in view of the shortage 
of all cotton fabrics, might serve to 
cut further the supply of linings. 

* = . 


With shoe sales at retail still out- 
stripping production, and little possi- 
bility of building up inventories, it is 
not likely that OPA will agree to re- 
vocation of Order M-217 in the near 


future. 
* ee 


reaching the United States from the 
East Indies. , 
> . 7. 

The 21st report of the President on 
Lend-Lease operations reveals that up 
to Sept. 30, 1945, Russia had received 
15,417,000 pairs of Army boots and 
49,860 short tons of leather from the 
United States. 


Step Master Sales Meeting 


GREENUP, ILL.—The first sales con- 
vention in the history of Step Master 
Shoes, Inc., was held in their offices 
January 24. The promotional program 
centered around the famous “breather 
lining.” This patented feature in Step 
Master Shoes met with enthusiastic 
response. 


Steve Manhard, of H. George Bloch 
Advertising Agency, St. Louis, re 
viewed the advertising plan. Nick Ettle- 
brick, Sr., Gus Ettlebrick, and Nick 
Ettlebrick, Jr., discussed the leather 
situation and future production prob- 
lems. L. J. Raymond, sales manager, 
acted as chairman. After the meeting 
a steak dinner and entertainment were 
provided at the company’s lodge near 
Greenup. 

Those attending the convention were: 
Nick Ettlebrick, Sr., Gus Ettlebrick, 
Nick Ettlebrick, Jr., Ted Wolf, Walter 
Van Dyke, Val Rothweiler, F. J. 
Murphy, Bill Lampe, Ed Keleher, A. 
J. Munch, Roy McCracken, Michael 
Harris, Bud Grierson, Steve Manhard, 
L. J. Raymond, Everett Oakley and 
Noel Ozier. 








O Teshivod 


PARA EL AMERICANO PARTICULAR 


(Sport Shoes for the Discriminating American) 


as 
WEED 











*® NATURAL 
* BROWN 


* CASUAL 


* TWO -TONE 


® LEISURE oR 
*®& SPORTSWEAR 


imeem OLD MEXICO 


* ALL BY HAND 
WORKMANSHIP 
* OF TOP GRADE 
STEER HIDE 
* QUALITY Superlative 


* MILITARY STYLE 
OR OXFORD 
*® SIZES 6 to 11 





Attempts on the part of members 
of the shoe and allied industries to 
obtain supplies of natural rubber for 
use in shoe cements and other products, 
even if successful, will not result in 
any great improvement, because of the 
small quantities of natural rubber 


JACK SCHAEFER & ASSOCIATES 


1120 South Hope St. © Los Angeles 15, Calif. 
Ship roaiamd cars hee 
(Packed 36 to case) 
Name » Se an ae 
Address ee 


*OxForos $5 
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Why Fibie-votlid oles Itlean Kppeat dalet- 


Though rationing is just a memory, the American 
customers’ habit of buying better shoes continues 
. . » because they've come to recognize the extra 
value that is in the better leather soles on those 
shoes. And the best soles are mated for more even 
flexibility and wear. 


FIBRE-SORTING, the England-Walton way, provides 
superior matched soles that keep shoes on the 
March of Wearability. E-W sorters have that trained 
““insight’’ to discover even the slightest differences 
of inner fibre construction . . . assuring retailer 
and customer repeat orders for those manufacturers 
who demand FIBRE-SORTED leather soles. 


FIBRE-SORTING provides that extra plus in sole 
leathers that offers you a vital and valuable selling 
feature. 


Boston Camden Peabody NewYork St.Louis Columbus Milwaukee LosAngeles Sanfrancisco Ashland, Ky. Newport, Tenn. Hazelwood, N.C 


























POLARIZED LIGHT PARALLELS 
KEEN “INSIGHT” OF ENGLAND-WALTON SORTERS 


Even wear-resistance and flexibility result from E-W fibre- 
sorted mated soles. 

Set 1 of these paired photomicrographs shows how unmatched 
flexed samples develop uneven stress lines . . . comparable to 
internal structures of unmatched leather soles. Result: wnequal 
wear service. 

Set 2 reveals uniform stress lines as in soles mated by E-W 
sorters. Resulc: better, even wear. 











ENGLAND-WALTON 


Fibre-sorted soles. Cut soles and 
sole leather. Pure oak bark tanned 


England-Walton Division 


A. C. Lawrence Leather Co. 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Shoe Stocks Decline as Business Booms 


Fitting Problem Toughest in the Men’s Stores, While Women Shop 
Tirelessly for the Styles and Colors They Can’t Find. 


New York — In spite of unprece- 
dented labor and material shortages, 
a trend toward future expansion is in 
evidence, among shoe retailers and shoe 
manufacturers in the New York area 
at this time. Although stocks are at 
the lowest ebb in history, business is 
booming. The industry is riding the 
latter wave while trying to diminish 
the impact of the first. 


Shoe men are, naturally, pleased with 
the amount of business they are doing 
but are disappointed that the long 
awaited industry relief has neither 
been forthcoming, nor seems probable 
in the early future. The magic phrase, 
“after the first of the year,” has been 
replacd by a new phrase, “another six 
months.” Dealers are hoping for a 
modicum of relief by Fall, but don’t 
expect normalcy for one to two years. 

For the most part, manufacturers 
have not been able to promise anything 
better. Factories, working at capacity, 
can’t immediately produce enough shoes 
to meet the backlog of orders and the 
enormous demand of consumers. Cuv- 
rent deliveries have shown slight im- 
provement, a few retailers reported, 
but generally still range from one to 
six months behind schedule with the 
heaviest lag felt in men’s shoes. 


Stores Short on Sizes 


The predominant difficulty is the re- 
tailer’s inability in many instances to 
provide a proper fit in the style or type 
of shoe the customer wants. The 
arrival of a few pairs instead of the 
complete order aggravates the problem. 
The lack of sizes in men’s stocks is 
especially acute, measured, at least in 
part, by a male willingness to substi- 
tute for desired styles. “What have 
you got in my size?” is frequently 
asked of retail salesmen. If the avail- 
able shoe is generally acceptable, a 
man usually buys it. Women, thougn 
not so particular as in the past, shop 
tirelessly for styles, color, and heel 
variety—the types most affected by the 
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shortage. In five minutes, five women 
were observed entering a store featur- 
ing a $4.99 to $8.85 seller. Each asked 
for a specific shoe, and, not finding it, 
left without making a second choice. 

Retailers believe that the primary 
cause of the shortage is lack of ma- 
terials. They feel that the end of ra- 
tioning and the dearth of labor were 
contributing factors which could have 
been overcome were leather stocks 
plentiful. 


Shoe Merchandising Changes 


An awareness of certain evolutionary 
changes in shoe merchandising is be- 
coming increasingly noticeable. New 
lines and additional stores are being 
planned by many retailers who are 
keenly alert to the desire of both men 
and women for better shoes. Attention 
given by the the Army to care of feet 
and proper shoe fitting has its counter- 
part in the desire of men to buy higher 
priced footwear. Indirectly, women 
received the same education through 
rationing. The consequence is that bet- 
ter shoe dealers are feeling a numerical 
customer increase which they feel the, 
can reasonably anticipate holding in 
the years to come. Conversely, the de- 
crease in sales of cheaper footwar has 
some retailers making plans to augment 
their lines with higher quality shoes 
while dropping some lower-priced items. 

On the other side of the picture are 
the manufacturers who also anticipated 
market improvements after the first 
of the year. In many instances expan- 
sion plans were predicated on that be- 
lief. Instead, some factories now find 
themselves with only a fraction of the 
leather available to them that they 
were getting last year at this time. 
Current deliveries, manufacturers ad- 
mit, are, with but few exceptions, as 
far behind today as they were six 
months ago. Quotas remain at war- 
time levels. If improvements have 
been made, it is generally because a 
firm has dropped customers taken on 
during the war. 


November Shoe 
Production Off 


WASHINGTON—Production of boots, 
shoes and slippers, other than rubber, 
amounted to 40,043,342 pairs in Novem- 
ber, according to a monthly release 
by the Department of Commerce, Bu- 
reau of the Census. This represents 


[PRODUCTION OF BOOTS, SHOES AND | 


SUPPERS, OTHER THAN RUBBER 














a drop from the October figure which 
was 42,162,953 pairs, and a slight in- 
crease over the November, 1944, of 
39,111,165 pairs. Production for the 
first eleven months of 1945 was 449,- 
214,505 pairs, a gain of 5.2 per cent 
over the same months the year before. 

Output of shoes for the government, 
including those for military and non- 
military uses, both men’s, women’s, 
athletic and other types, totaled 810,- 
072 pairs, a slight decline ftom that 
of October, 1945, and a decline of over 
three million pairs from November, 
1944. Total for January through No- 
vember this year, however, was 41,864,- 
041 pairs, an increase of 1.5 per cent 
over that for the same period of 1944. 

Men’s shoe production in November 
reached 7,610,974 pairs, a slight drop 
from the preceding month, but a siz- 
able increase over November, 1944. 
This includes both dress and work 
types. Production for the eleven month 
period came to 61,362,806 pairs, a re- 
duction of 5.8 per cent over the same 
period the previous year. 

Output of youths’ and boys’ shoes 
totaled 1,602,860 pairs in November, 
almost identical with last month’s 
figure, and a slight increase over No- 
vember of last year. Output for the 
January through November period was 
14,481,865 pairs, a decline of 9.4 per 
cent from that for the same months 
in 1944, 

Women’s shoe production amounted 

[TURN TO PAGE 132, PLEASE] 
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MOCCASINS. Beat this Vaine 


* Genuine Leather Uppers 


¢ Orthopedic Brown 
Rubber Soles 


* Raised Moccasin Toes 
Rolled Collars 
* Heavy Cotton Laces 


Immediate Delivery 





THE ARNOFF SHOE CO., IO] DUANE ST., N. Y. C. 








Boston Travelers to Hold April Showing 





Open of Fall and Winter Lines Set for April 8th — Banquet and 
Elaborate Program Planned 





LEON E. KELLEY 


Boston, Mass.—One hundred and 
fifty New England representatives of 
shoe manufacturers in ail parts of the 
country are expected to open their Fall 
and Winter lines at the Parker House, 
here, on April 8, under the sponsorship 
of the Boston Shoe Travelers’ Associa- 
tion. The dates of this showing coin- 
cide with those selected by the New 
England Shoe and Leather Association 
for its second market week since the 
end of the war. 

A feature of the travelers’ show, 
which has been an annual event for 
many years, will be a banquet to be 
held at the hotel on April 10 at which 
the guests will be the approximately 
400 shoe retailers who have joined the 
association as associate members dur- 
ing the 1945 membersnip drive. Ar- 
rangements for the banquet are in the 
hands ofa committee of two—Leon E. 
Kelley, recently re-elected president of 
the BSTA, and john M. Ahearn, execu- 
tive vice-president. In addition to the 
banquet, an elaborate program of en- 





JOHN M. AHEARN 


tertainment is being pianned. 

Other officers, named at the associa- 
tion’s annual meeting, heid January 26, 
include Mert L Clark, second vice- 
president; John T. Minor, third vice- 
president; and A. P. Richards, secre- 
tary-treasurer. Elected to the executive 
committee, for a two-year term, were 
George M. Rosen, James W. Field and 
Sidney L. Curry; and, for one year, 
Arthur B. Brown, Raymond A. Gillette 
and Clark C. True. 

In its pre-show publicity, the associa- 
tion emphasizes its national character 
insofar as exhibitors are concerned and 
points out that the show will give mer- 
chants a good cross section view of 
quality lines for all occasions—dress, 
work and play. 





Salesmen Return to Cavalier 


BALTIMORE, Mp.—The Cavalier Com- 
pany, manufacturers of shoe dressings 
and leather finishes, have announced 


the return of two salesmen, Albert 
Hoehn, USN, and Jerry Rosenfeld, 
AUS, veterans of 38 and 32 months of 
service in the Pacific theater. Mr. 
Hoehn will cover the Southern and 
Southeastern states. Mr. Rosenfeld 
will travel in Michigan and neighbor- 
ing states. 

Four new appointments have been 
made in the sales department. Gran- 
ville F. Phillips, who spent 35 months 
in the Navy, will travel in an, as yet, 
unspecified territory. Gilbert T. Olson 
will operate in Missouri, Kansas and 
Oklahoma. Joseph F. Huber will travel 
in Texas and New Mexico. Wallace 
E. Dow has been named assistant sales 
manager under William Hoehn. 





Pilot Shoe Co. 
Increases Sales Staff 


BALTIMORE, Mp. —Frank McShane, 
sales manager of Pilot Shoe Co., here, 
has announced several additions to the 
firm’s sales organization. Mark Baumel, 
of Dallas, will cover Texas, Arkansas 
and part of Oklahoma. Hyman Levy, 
just out of the service, has completed 
a successful trip through his newly 
assigned territory of Alabama, Louisi- 
ana and Tennessee. Joel Berman is 
returning to his former Ohio territory 
now that he is out of the Armed Forces. 


Harold M. Ness 
Back with Swan Shoe 


BALTIMORE, Mp.—Following his resig- 
nation from OPA last December as 
chief of shoe rationing for the state 
of Maryland, Harold M. Ness, vice- 
president of Swan Shoe Company, has 
assumed his full time duties with the 
company again. Mr. Ness joined OPA 
in February, 1945, as state price chief 
for shoes and leather and in June took 
charge of footwear rationing. 

In resuming active direction of the 
Swan sales organization, Mr. Ness re- 
veals that the company will confine 
their entire production to high grade 
slippers for men, women and children. 

Howard J. Engquist, Jr., is now trav- 
eling Wisconsin, Illinois and Indiana 
for the company. 
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Ads Acquaint Public with 
Nylon Policy 


New Orleans, La—Nylon stockings—when they re- 
turn—are going to represent one of the knottiest of re- 
conversion problems for the department store hosiery 
buyer. Hosiery merchandisers are already asking them- 
selves the question, “How shall we hold the customers 
who come storming into the store after our first nylons 
—and how shall we satisfy the hordes of those ad-answer- 
ers who won't be able to buy because stock is sure to run 
out quickly?” 

The D. H. Holmes Co. here has come up with one an- 
swer. In order to keep friendship with the customers who 
won't be able to buy at first, and to maintain a semblance 
of order, Holmes decided upon a policy of holding nylon 
stocking inventories until the stock is large enough to 
satisfy all comers. So that customers may know of this 
policy, the store has begun to run advertisements an- 
nouncing ““‘A statement of policy from Holmes about 
the Nylon situation.” 

D. H. Holmes Co. hopes by means of such advertise- 
ments to acquaint a maximum number of nylon hosiery 
customers with the fact that there will be no need to 
rush when Holmes advertises the long-awaited hosiery. 
The store also hopes to avoid riotous door-breaking scenes 
such as took place at many specialty stores which have 
advertised nylons when only small stock was available. 
The store expects to make no customer-enemies—if pos- 
sible—by making it possible for every New Orleans nylon 
shopper to buy a pair at D. H. Holmes Co. 


New Plastic Material for Shoes 


PASSAIC, N. J.—The Pantasote Company has announced 
the development of a new unsupported vinyl film known 
@s Pantex now in full production. If has been embossed 
in @ variety of natural grainings. 

The embossing of vinyl film without supporting fabric 
beses presented many new and unusual problems. In fact, 
until recently, it was thought impractical to emboss viny! 
film at all. The absence of supporting fabric contributes 
fe softness of hand and freedom from surface roughness 
Grising from the unevenness of the fabric base. Utilizing 
the high tensile characteristic, elongation, and tear re- 
sistance of vinyl! plastics, Pantex Is suitable for many uses, 
limited in the past fo natural fabrics or hide leather. 

Pantex was primarily developed for use in women's 
shoes, handbags, belts, and trim for fashion accessories. 
However, application is being extended to other items. 
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The name? 


CAVALIER LEATHER RENEW 
—the purpose? 

Restoring color and sheen 
to worn, scuffed leather 


Most shoe dealers from coast to coast already understand 
that Cavalier Leather Renew does a job like nothing else 


—makes worn scuffed shoes 


look new again. They know 


it increases customer satisfaction with their footwear, keeps 


customers coming back—by 
of shoe leather. 


actually prolonging the life 


They know Cavalier is the Leather Renew sold only by shoe 
merchants. Now, once again they can find it in a complete 
range of eighteen colors, at their usual wholesalers. 


CAVALIER COMPANY 
Baltimore 30, Maryland 


CAVALLI 


LEATHER RE 4 5 


bes 





Observe 69th Year 

SACRAMENTO, CALIF. — Lavenson’: 
Shoe Store is celebrating its sixty-ninth 
birthday. 


Back in 1877 Gus Lavenson’ opened 
what is now the oldest shoe store in 
Sacramento. Since then the store has 
been under the same management for 
three generations. 

In celebrating the anniversary the 
management stated “The march of 
time demands new blood and new ideas 
with inspiration gained through serv- 
ing with others for a common cause. 
We must understand the needs of our 
returning service men and women and 
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their families if we expect to see a 
healthy, happy America. Lavensons, 
with the background of three genera- 
tions, is eager and ready to do its 
part.” 

Newest addition to the store staff 


is Colmen Swartz, recently of the 


United States Navy. 





Jesse Adler 


New York — Jesse Adler, president 
of the Adler Sons Shoe Corporation, 
and one of the most widely known 
members of the shoe industry, died of 
a heart attack Feb. 8, in West Palm 





Beach, Fla., where he was vacationing, 

He was born in New York and 
started in the shoe business 42 years 
ago working for his father, Jacob, who 
owned a single store at 125th Street 
and Third Avenue. He had been presi- 
dent of the firm 30 years, during which 
time 19 branch stores were added. 





JESSE ADLER 


Mr. Adler pioneered the use of radio 
for footwear promotion, carrying on, in 
recent years, a personal “feud” with 
Henry Morgan on the “Here’s Mor- 
gan” program. For the last four years 
he wrote a newspaper column, “Jesse 
Adler Looks at the News,” syndicated 
to over 100 newspapers. 

He was a man of natural friendliness 
and bright disposition, much in demand 
as a speaker at banquets and markedly 
successful in bond rallies. He adopted 
the practice of buying as many bonds 
as he sold, estimated at nearly a mil- 
lion dollars worth. 

Mr. Adler was a past president of 
the Retail Shoe Dealers Association of 
New York, a directer of the New York 
State Shoe Retailers Association, a di- 
rector of the National Shoe Retailers 
Association, and president of Adler 
Footwear, Incorporated, and the Lord 
Shoe Company, Incorporated. He was 
a Mason and a member of numerous 
city clubs, 

Surviving are two brothers, Arthur 
and Herbert Adler, and four sisters, 
Mrs. Frances Lipper, Mrs. Estelle 
Myers, Mrs. Beatrice Rindeman and 
Mrs. Lillian Freedman. 





To Make Casual Types 


MANCHESTER, N. H.—Ten thousand 
square feet-of floor space in No. 4 
Stark mill of the old Amoskeag Manu- 
factaring Co. has been leased by LeBel 
Footwear, Inc., which is manufacturing 
men’s casual types and children’s Cali- 
fornia process shoes. 

Starting with 32 employees, the con- 
cern expects to expand production 
gradually. 

Company’s officers include Sahid 
Dahar of Nashua, president; Albert 
LeBel, Jr., of Manchester, vice-pres 
dent, and Joseph David of Manchest.., 
treasurer. 
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\ IN STOCK FOR 
\ IMMEDIATE DELIVERY 






#2003—Black elasticized suedette with 

faille covered platform, 21/8 wedge 

heel, oak leather sole. Portholes on 

vamp with circles of gilt nailheads. 

#2004—Same in red 

#2005—Same in green 

#2006—Same in rust 

#2009—Same in navy blue 
Norrow—5', to 9 
Medium—3') to 9 


THREE hot fashion ideas 
rolied into two of the fastest 
shoes that ever walked out of your 
store! Superb quality in every detail, 
backed by fast, SAKService from stock. 


= 


#200i—Black elasticized suedette with 
faille covered platform, 21/8 wedge 
heel, lavishly studded with conical 
brass nailheads. Oak leather sole 
#2002—Same in red 

#2007—Same in rust 


#2008—Same in green 
$2010—Same in navy blue 
, Norrow—5'p to 9 
¢ Medium—3'; to 9 
a pea M. ue 152 Duane Street, New York 13, N. Y. 


WHOLESALE DISTRIBUTORS OF WOMEN'S FASHION SHOES 
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J.& M. Honors Employees with Long Service Fs! Opening Scheduled 


For Week of April 28th - 
New YorK—The Shoe Manufactur- k 
P ers’ Fall Opening is scheduled to be . 


held in New York the week of April 
28 through May 2, inclusive. 

Owing to the late Easter date, shoe 
buyers from coast to coast have select- 
ed these dates for the event, which, 
as usual, will be held at the Hotel 
New Yorker. Five solid floors will he 
devoted to showing shoes, with three 
hundred lines participating in this 
semi-annual event. 

The new Fall lines will make their 
debut at this show. As usual the show- 
ing is under the management of Eugene 
A. Richardson and Associates in their 
15th consecutive year at the New 
- Yorker. 


Seek Former Employees 


PHILADELPHIA, Pa.—The Ferris Shoe 


Newark, N. J.—Courtenay Overman, vice-president and general manager of Company, of 3355 Tilden Street, is de- 
Johnston & Murphy, here, presents a gold watch te Phillip Herb, foreman of the sirous of getiing in touch with the fol- 
Cutting Room, who has been with the firm for over 63 years. Others receiving lowing former employees who are stock- 
wetches for more than fifty years’ service are Charles Deuck, edge setter, 52 holders of the company: Frank Ma- 
yeors; John Wetzel, treeing room foreman, 52 years; Mrs. Addie Gallagher guire, N. J. Nathan, H. Seymour, 
Alshouse, stitcher, 53 years; Joseph E. Kern, foreman, sole leather room, 52 years; . Ward. Racy . 





28-7, SAE Veale We nee no 2H FD DD 


r Frank Ward. Any of these former em- 
py toe omag Nynrme 54 years; and extreme right, Albert C. Gibbins, presidest ployees who may see this notice are | 
Of the firm's 250 employees, 62 received gold emblems for more than 25 years’ %Sked to communicate at once with ° 
service and 76 received silver awards for more than 10 years’ service. Veree S. Theis, secretary of the firm. 
% . Boot and Shoe Recorder 
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FOOT-KINTD 


320 NORTH FOURTH STREET 


SHOE COMPANY -: 





Bracelet sandal, pretty companion to the little girl's 
pretty dresses. All leather, expertly lasted. Black patent, 
white or brown elkskin. Sizes 8% to 11 and 12 to 3. 


- ST. LOUIS 2. MISSOURI 





New Colorful Children’s Store Has Novel Appeal | 





PHILADELPHIA, PA.— The Shoe Horn, a new store fea- 
turing footwear for children and teen-agers, provides ap- 
peal through color and novelty. Walls are done in pastel 
green with matching floor. Tots are accommodated in the 


two musical rockers furnish divertisement. 
chairs, for older children, are webbed with birds-eye 
maple frames. All merchandise is 


little chairs on the upper platform. If these are occupied, 


The larger 


hidden from view. 





New Husband and Wife Team 


New York—Ruth Charles, a new 
firm making indoor footwear, is the 
culmination of a partnership starting 
in high school days when “Ruth,” 
svudying design, and “Cnaarles,” special- 
izing in iayouts, pooled their talents. 
Later, the student of design went to 
Pratt Institute in Brooklyn and the 
layout expert studied production man- 
agement at New York University. Now 





in their studi> on Long Island, this 
couple is creating a new line of indoor 
footwear, to be known as Evening Stars 
and designed to be as “comfortable and 
practical as Grandma’s slippers,” but 
pretty enough to appeal to young girls, 
at a price which they can afford. 
Three patterns are being made at 
present, Characteristic of these shoes 
is the use of color contrasts achieved 
by combining felt of different. colors 
and overcasting colored wool yarns. Im- 


portant style and merchandising points 
are the young look and the “hand” look. 
Two styles are being made in children’s 
sizes, 9 through 12, and junior sizes, 1 
through 4. The women's sizes are de- 
signed as small, medium and large, 
with only one width to a size. Mother 
and daughter promotions are planned 
for the children’s and junior sizes. 

Ben Barnet of 47 West 34th Street, 
New York, is the sales agent for the 
line. 
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New MASRA Head 





IRVINGTON, N, J.—Franklia E. Zusi, 
who was recently elected president of 
the Middle Atlantic Shoe Retailers’ As- 
sociation at the annual of the 
association held at the Hotel Philadel- 
phian, Philadelphia, Po. Mr. Zusi is a 
well-known shoe merchant in Irvington. 


Offer Employee 
Retirement Plan 


NASHVILLE, TENN. — The General 
Shoe Corporation has announced a new 
and revised employee retirement plan 
providing pensions for all individuals 
after the required number of years 
of service. The retirement age is 50, 
55, or 60, depending upon the number 
of years the employee spent with the 
company. 

Benefits are paid entirely by General 
Shoe Corporation and are in addition 
to those provided under the Federal So- 
cial Security Act. 








St. Louis Sets Dates 


For Fall Openings 


Sr. Louis, Mo.—St. Louis shoe manu- 
facturers will hold their openings of 
new Fall lines March 30 to April 4, 
inclusive, A. M. Burton, secretary of 
the-.St. Louis Shoe Manufacturers’ 
Association, has announced. ‘ 

Although there will be no general 
formal showing as such, most specialty 
manufacturers will be ready with their 
Fall. samples and will exhibit them. in 
their respective sample rooms. General 
lines are to be ready about the end 
of April, Mr. Burton said. 

He added that reservations have been 
made at the Lennox, Jefferson and Stat- 
ler Hotels, here, to take care of out- 
of-town exhibitors. 


Open Sales Offices 


BROOKLYN, N. Y.—The Cosmos Shoe 
Company, sole agent of the Cosmos 
Footwear Corporation, Brooklyn, N. Y., 
and the Leisure Shoe Corporation, 
South River, N. J., have announced the 
opening of sales offices in the Empire 
State building, New York City. Mrs. 
Edith Forschner will manage the new 
offices. 
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in a 7-point program to 
acquaint you with the benefits of 


MATRIX franchise 


Your Footprint in Leather means 






An amazing foot comfort story 


for your customers! 







Your footprint in leather is an exclusive Matrix 





feature. The Matrix innersole is a curve for curve 

copy of the sole of your customer's foot . . . sup- 
porting him gently all over the bottom of his foot. 
Customers can't forget the buoyant, cushiony 
comfort of the only shoe 
that’s smart outside — smart 
inside too! 

No other shoe can fell this 
amazing comfort story. No 







other shoe inspires so much 
confidence in your store! 
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ATEN SIDES 


Made by the House of Heywood in Worcester, Mass., since 1864 








WHY rae BETTER STORES DISPLAY 
JAUNTY SHOE AND BAG ENSEMBLES 


Their brilliant TROPIC COLORING creates instant customer EYE- 


APPEAL. 


They are SCIENTIFICALLY DESIGNED over American lasts to 


assure PERFECT FIT. 


They are WASHABLE, COLOR-FAST, HANDWOVEN;; made of 
velvet-smooth, long-wearing SISAL FIBRE in blue, red, green, beige, 


tweed, multi, brown and black. 


SHOES —Priced to retail at about $12.95. Full and half sizes—AA and B. 
BAGS —Priced to retail at about $8.95. The bag has an adjustable strap for 
either over-the-shoulder or short handle use. 


Here are some of the better stores that are now displaying JAUNTY 


shoes and bags. 


Scruggs-Vandervoort-Barney, Inc. M. O'Neil Co. Hofheimer’s 
Delman Shoe Salon St. Louis, Mo. Akron, Ohio Norfolk, Va. 
Bergdorf-Goodman Harzfeld's Himelhoch Bros. & Co. Woolf Bros.,inc. 
Sth Avenue, N. Y. ae ay * ag Detroit, Mich. Kansas City, Mo. 
Blum's aneudven-der4 Rich’s Ine. Wetherby, K 
Chicago, til. Loveman, Joseph & Loeb Atlanta, Ga. los po ng = 
Younp-Guisten ete, Oe. Stone Shoe Co |. Miller 
Minneapolis, Minn ~ 4 . 
Co Marshall Field & Co. Cleveland, Ohio Detroit, Mich 
Punborgh Pa. aenge, ES W. Filene Sons Co. Famous-Borr 
Jenny Co., Inc. + , oe Co. Boston, Mass. St. Lovis, Mo. 
Cincinnati, io The Union = Kaufmann Dep't Stores, Inc. La Salle-Koch 
Schictenae Go, Columbus, Ohio Pittsburgh, Pa. Toledo, Ohio 
Htimore, Md. Yowell-Drew Co. Chambers & Son 
Meier & Frank Co. eotwerd & Latrep Daytona Beach, Fle. Toronto, Canada 
Crawford 4 Chas. A. Steverts & Bros. Burdine’s, Inc. 8. Forman Co. 
can Geen, Miami & Miami Beach, Fla. Rochester, N.Y. 
Halle Bros. Co. Joseph Salon Shoes Burdine's 
Cleveland, Ohio Chicago, Ill. Pala Beach, Fla. 


There are still @ limited number of franchises open. Write today! 
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Buffalo Group Installs 


Officers 


Burralo, N. Y.—The Greater Buf- 
falo Shoe Retail Dealers’ Association 
met at MacDoel’s Restaurant on the 
evening of January 21 for their annual 
association dinner and installation of 


officers. This dinner followed the two- 
day shoe show held by the Tri-State 
Travelers at Hotel Statler. 

Willard Lewis, new president of the 
Retail Dealers’ Association, was absent 
and it was necessary to install a proxy 
as president in his place. Oliver La- 
Reau, retiring secretary, was given this 





Open Budget Shoe Department in South 





MOBILE, ALA.—L. Hammel Dry Goods Company has opened a budget shoe de- 
partment te feature shoes for women and children. Particular emphasis will be 
placed on the ume correct fitting of children's shoes. John Windham will 

be in charge of the new department. 








honor. Othe: officers installed were 
George Cooke, chairman of the Board 
of Directors; Jack Jacobs, secretary; 
Benjamin Etkin, treasurer; Michael 
Santecole, vice-president. Installing 
officers was Joseph Gillespie, OPA Shoe 
Chief in the Buffalo area, and master 
of ceremonies was Benjamin Etkin. 
Guests of the evening included A. M. 
Kramer, secretary to Mayor Dowd of 
Buffalo, and N. J. Dehlinger, Director 
of Licenses for the city of Buffalo. 

Mr. Kramer spoke on the customs of 
many people regarding the wearing of 
shoes. He said he thought the shoe men 
should urge people to walk more as 
“Everyone who walks is a potential 
customer.” 

He praised the shoe men as having 
done a splendid job during the war 
years, and said that at all times they 
are a group who have the confidence of 
their customers; their place in the com- 
munity makes for better government 
because they are law abiding and in- 
terested in civic and national affairs. 
Mr. Kramer brought a message to this 
effect from Mayor Dowd, who pledged 
himself to help the shoe merchants in 
every way possible. 

The association presented George 
Cooke, retiring president, and Oliver 
LaReau, retiring secretary, each with 
a fountain pen in appreciation of their 
work for the organization while in 
office. Mr. Cooke was also praised for 
his editorial work on the association’s 
newspaper, Shoe News. 
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To Head Shoe 
Products Section 


New York—Leon I. Friedlander has 
been appointed Southeastern district 
representative of the shoe products de- 





LEON |. FRIEDLANDER 


partment of United States Rubber Co. 
with headquarters in Atlanta, Ga. This 
district includes North and South Caro- 
lina, Georgia, Florida, Mississippi, Ala- 
bama, Louisiana and eastern Tennessee. 

Mr. Friedlander was recently releas- 
ed from the Army after serving in the 
Egyptian-Libyan theatre and the Mid- 
dle East, where his responsibilities in- 
cluded the handling of shoe repairs for 





re 
rd the Army. He entered the service as a 
r; private and rose through the ranks to 
el the grade of first lieutenant. 
g Before the war Mr. Friedlander was 
ye managing partner of the Nu-Way Shoe 
‘r Repair Shop in Jackson, Tenn. In join- 
n. ing United States Rubber Company, he 
[. renews a wartime association, with Jim 
if Smith, manager of shoe products job- 
r bing sales who, as Major Smith, first 
met Mr. Friedlander when he was 
f sergeant-major of the Quartermaster 
f battalion which Major Smith command- 
n ed in Egypt. 





Hold Valentine Party 


4 NASHVILLE, TENN.—The Nashville 
mS Shoe Retailers’ Association held its 
j Valentine party at the Maxwell House 
‘ on Thursday, February 14. Officials 
and employees of the various member 
} stores attended. 


Czech Government Takes 
Over Bata Firm 


New York — Acquisition by the 
Czechoslovakian governemnt of the ex- 
tensive Bata shoe manufacturing firm, 
one of the largest in the world, raises 
the question as to what will happen 
to the international structure and poses 
as tough a problem as any ever faced 
by an international corporation, a re- 
cent issue of Business Week reports. 

“Control of the gigantic manufactur- 
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$1.60 
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GERDA Arnounies A View 
Addition hb hm & 


Happy 


PEPITA 
No. 5680 Children's 
Barefoot Unlined All 

Leather Sandal 


‘ 







Plump Elk Uppers—Leather Soles. Colors: Brown, Red, 


DELIVERY White. Blue. Sizes: 5 to 8; 8 to 12; 122 to 3. 


GAY ENOUGH to brighten even the sunniest day and the 
heart of every kid who'll wear it, Pepita is a welcome addi- 
tion to the fast-moving Cuca-Rachas promotion! 
store by March, Pepita will “walk out" just as Spring “walks 


In your 


See Us at Your Regional Show 


COMPANY 


156 DUANE STREET - NEW YORK 13, LY. 





ing plants at Zlin, Moravia, valued at a 
half billion dollars, has been vested by 
governmental decree in a five-man man- 
agement board,” the publication reports. 

“Bata’s problems, arising from the 
shift from private to state ownershin, 
typify the riddle facing other Czech 
industrialists with international links,” 
the magazine points out. 

“Foreign representatives of Amer- 
ican concerns in Europe are watching 
closely, because Bata developments may 
well set the pattern if other countries 
follow the Benes government lead and 
nationalize their industries. 


“Just what will ultimately happen 


to the entire Bata setup is conjectural, 
but in Prague, it is the off-the-record 
belief that the state-owned and private- 
ly owned halves of the business will 
work out some arrangement because 
of, if for no other reason, sheer neces- 


sity.” 


To Modernize Store 

RocxrorD, Itut.—The Home Shoe Co., 
1148 Broadway, will modernize their 
store early in 1946. New store fixtures 
now being built will be installed and 
other improvements made. Carl H. 
Skoglund is president and genera] man- 
ager. 
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All day 
Every day 


DISPLAY 


THROUGH__ 


9° 
/ 
; 


TRANSPARENT 
SHADES 


No matter how brightly the sun 
may shine, you can now display a// 
day — with full visibility and safely. 
The answer: Transparent Shades! 


These remarkable acetate shades 
eliminate unsightly awnings, canvas 
strips and blinds. Non-inflammable, 
grease and moisture proof, Trans- 

Shades wear like iron. Easily 
installed, they are operated from 
within the store. 


Write today for more detailed 
information. 


TRANSPARENT 
SHADE COMPANY 


Dept. 10 —501N. Figueroa St 


Los Angeles !2, California 





Shoe Industry Wins Special Award 


The NSMA, on behalf of the shoe industry, receives “Industry Award of Merit” 

from the Society of American Florists. Left to right: Harold R. Quimby, secretary, 

NSMA; W. W. Stephenson, executive vice-president; Edward J. McCarthy, past 

president of the Society of American Florists; and Robert H. Roland, executive 
secretary of the florists’ association. 


New York — The National Shoe 
Manufacturers Association has received 
the second of two awards presented by 
the Society of American Florists for 
outstanding work done by an industry 
during the war period. The first award 
went to the Association of American 
Railroads; the second was accepted on 
behalf of the shoe industry by W. W. 
Stephenson of the NSMA. 

In making the presentation Edward 
J. McCarthy, past president of the So- 
ciety of American Florists, said, “We 
have noted that the shoe industry while 
making 177,720,404 pairs of shoes for 
the government in the years 1942-44 
and in the first eight months of 1945 
also made 1,569,147,944 pairs of civilian 
shoes. Our board is cognizant of the 
fact that this was accomplished even 
though the government took a large 
portion of raw materials such as leather 
and other supply items and adapted 
them to war uses. Shoe manufacturers 


also made many other things for the 
war effort such as gas masks, leather 
cases, pouches and parachutes, and are 
te be congratulated on the splendid ac- 
complishments which they achieved dur- 
ing a most troublesome period.” 

The award reads as follows: “The 
Society of American Florists is privi- 
leged to present to the National Shoe 
Manufacturers Association, the Indus- 
try Award of Merit in recognition of 
its outstanding and meritorious service 
as an industry during the period of 
World War II and its excellent program 
of reconversion for the peace.” 


Heads Sales Office 


WILMINGTON, DeL.—Gordon Kitchin 
has been appointed manager of the 
Boston sales office of Amalgamated 
Leather Companies, Inc., according to 
a company announcement, here, re- 
cently. 
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real source of profits. 
Inquiries invited 


357 Fourth Avenue 


J 





WILLIAM IsELIn & Co., INC. 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. 
COTTE 


actors... 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 
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Retail Sales, Independent Shoe Stores 
December, 1945 


Department of Commerce, Bureau of the Census 
Washington 25, D. C. 
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Dollar Sales————- — 
Number Per Cent Change 
ems ‘Dec.,"45 Dee, '48 
ad vs. vs. December, | 
Dec., 44 Nov., '45 1945 
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"Includes reports received too late for inclusion in previous 
monthly totals. © Number does not apply in all cases to the year- 
to-year figures. * Insufficient data. ‘No data. 





Toys Add Appeal to Slipper Display 


Mrnneapouts, Minn.—The Powers Department Store 
used white cupboard-like display units at each side of a 
window to make an attractive display of slippers for little 
folks. Different types of slippers in different colors were 
placed on each shelf. With the slippers were placed soft 
toys, also in a riot of colors. Dolls and toy animals were 
placed singly on the shelves on each side. 

The center of the window held child manikins display- 
ing slippers and holding toys. Other pairs of slippers were 
shown on the floor throughout the window with here and 
there a soft toy placed near to further accent the chil- 
dren’s merchandise theme. 
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FOR SHOE AND 
SLIPPER SALES! 


Hundreds of tiny air cells cushion 
milady’s foot in this smart, comfort- 
able scuffer. The secret? A layer of 
lively, resilient SPONGEX* rubber 
between inner and outer soles. A 
build-up of extra comfort for the 
wearer —a build-up for Sales for you! 

It’s another example of how clever 
manufacturers and designers are using 
cellular rubber to add extra sales ap- 
peal to their shoes and slippers. 

You'll find Spongex insoles, plat- 
forms, linings and tongue pads the 
answer wherever you want cushion- 
ing, support, insulation and lightness 
in your shoes and slippers. And 
Spongex is molded into non-toxic, 
stainless, metatarsal pads and arch in- 
serts, too. 

If you haven't tried Spongex, write 
today for free samples and complete 
information. You'll see at first hand 
how it can help build your sales. 
Sponge Rubber Products Company, 
111 Derby Place, Shelton, Connecticut. 
Sales Offices: New York, Chicago, De- 


troit and Boston. *T. M. Reg. U. &., Pat. Of. 


Spongex 











Foot Delight Plant 
Located in Manchester 


MANCHESTER, N. H.—In a progres- 
sive move to confine all his operations 
to Manchester for purposes of closer 
supervision and greater efficiency, Louis 


LOUIS H. SALVAGE 


H. Salvage, president of Foot Delight 
Shoes, Inc., has announced the opening 
of the new Foot Delight factory in 
Manchester. 

A model factory, embodying the new- 
est production ideas and the most mod- 
ern equipment available, it embraces 
86,000 square feet of space. Officers of 
Foot Delight Shoes, Inc., expect to de- 
liver a daily pairage of 2200 to 2500 
when the plant reaches peak efficiency. 

A. D. (Gus) Bourneuf, widely known 
sales executive, who built for himself 
an enviable reputation in the high style 
field during the years he was associated 
with the Bancroft-Walker Co., former 
manufacturers of that branded line, 
continues in the same capacity for Foot 
Delight Shoes, Ince 

All plans are being rushed to secure 
production for June delivery. 


Open New York Showroom 


New Yorxk—tThe Fibre Sole and Shoe 
Co. of Paterson, N. J., has officially 
opened its showroom and buying office 
at 1440 Broadway. Harry A. Fried- 
man, who joined the firm recently, is in 
charge of the buying of materials for 
the company. Mr. Friedman recently 
was discharged from the Army after a 
year and a half overseas with the in- 
telligence division of the Signal Corps, 
and has been in the shoe industry since 
19382, 

The office at 1440 Broadway is also 
the permanent sales office of Sambros 
of Hollywood, national distributors of 
casual shoes and slippers, whose staff 
and distributing points have been en- 
larged recently. 








Sell-e-Vision 


for Postwar 
Shoemanship 


The millions of service men and 
women looking for civilian shoes 
... and millions of civilians freed 
from shoe rationing... will 
patronize shoe merchants who 
show real interest in their foot 
health and comfort. 


X-Ray is the only fitting aid that 
provides your customers with true 
Sell-e-Vision ... the ability 
actually to see that their shoes fit 
properly. If you don’t have the 
ORIGINAL X-Ray Shoe Fitter in 
your store or department, you are 
not equipped for Sell-e-Vision, 
the key to better shoemanship. 


Join the merchants who will have 
the advantages of X-Ray Sell-e- 
Vision. Place your order now for 
future delivery. No specified 
delivery date at this time, but 
orders will be filled in the order 
received. Be among the first in 
your community to feature X-Ray 
Sell-e-Vision as a postwar service. 





Seli-e-Vision 
isn’t New .. > 


Successful shoe mer- 
chants have used X- 
Ray Fitting Service for 
20 years or more to 
sell customers on their 
ability to fit shoes 
correctly ... but it's 
still a new experience 
to millions of shoe 
buyers every year. 


SHOE FITTER Jnc. 


3533 NORTH PALMER STREET 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 88] 


which in turn resulted from difficulties in exporting hides. 

All shoe factories in this area are now as busy as they 
can be under such limitations as present conditions im- 
pose, and they are getting ready to turn out a lot more 
work. 


New York 


MANUFACT URERS in the New York area are making 
almost universal application of the 442 per cent increase 
granted them by OPA. None are satisfied with the amount, 
as might be expected. Increased labor and material costs 
are no longer news; nevertheless, shoe producers can only 
reiterate their principal complaint that allowances should 
be made for rising production costs. 

Some aid has been forthcoming by applying the in- 
crease to shoes ordered, but not delivered, prior to Janu- 
ary 5. Wage increases granted by manufacturers have in 
many cases been retroactive; consequently, owners reason 
that the application of the retroactive clause of the OPA 
ruling is fair and equitable. Moreover quality manufactur- 
ers are not applying the increase to goods ordered prior 
to January 5th unless a verbal agreement had previously 
been made between themselves and dealers, or a printed 
stipulation to that effect was stamped on the order. Far 
sighted manufacturers are in this way getting the addi- 
tional stipend on orders accepted four to five months 
ago. Retailers are not objecting to this arrangement so 
long as it existed prior to the OPA ruling, manufactur- 
ers report. 

Few of the New York manufacturers are applying for 
low-end adjustment relief at this time. Practically none 
of them are showing an over-all loss. If an item loss is 
being sustained, the item is usually dropped. However, if 
OPA were to make provisions for item loss, as has been 
suggested by the National Shoe Manufacturers Associa- 
tion, it naturally follows that those manufacturers affected 
would apply for relief and reinstate the item. 

Dates for early Fall showings by the Guild of Better Shoe 
Manufacturers have again been changed, and the show- 
ings will now take place the week of April 1. 


Mid-Summer Shoe Fair to Be Held 
in Chicago 

Cuicaco, Itt.—Plans are now under way for the big 
mid-Summer showing of footwear under the auspices of the 
Chicago Shoe Travelers’ Association to be held at the Mor- 
rison Hotel May 4 to 7. Everyone anticipates that by that 
time the shoe industry will have received some relief both 
in supplies and labor and on that basis, the hope is that 
this show will prove to be one of the largest the associa- 
tion has ever held. Arrangements have been made with 
the hotel to use six floors for showrooms and officers be- 
lieve there will be a large number of exhibitors. 

Particular emphasis will be given to manufacturers’ lines, 
rather than to jobbers. A wide variety of styles and mate- 
rials is anticipated with rather more emphasis upon higher 
grade lines. If conditions in the industry improve as is 
hoped, there is reason to believe that a great diversity of 
merchandise will be offered and that prompt deliveries 
can be effected. 
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A field of tulips waving in the Springtime breeze seems 
to be a veritable sea of color and of flowers. The shining 
crop of new faces which smile up at Mrs. Day’s dealers 
each Spring are quite as beautiful, and lately they 
seem to out-number the tulips themselves. This greatly 
increased American birthrate means a good baby shoe 
business this year and for many years to come. But, it 
means too that Mrs. Day’s dealers will have a more 
difficult period ahead, for a few months at least. Unfor- 
tunately, Mrs. Day’s production of Ideal Baby Shoes, 
unlike tulips and unlike the bundles from heaven who 
wear them, is definitely limited, and dealers will receive 
only their fairly assigned quotas. This makes every pair 
of Ideal Baby Shoes you fit doubly important to you 
and to the foot health of the infant. 


mrs. DAY’s [DEAL sasy sHor co. 


DANVERS MASSACHUSETTS 


7l WEST 35th STREET 1070 MERCHANDISE MART 
NEW YORK 1, WN. Y. CHICAGO, ILLINOIS 
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Lukas Will 
Rejoin Firm 
New York—S/Sgt. Stephan Lukas 


has been discharged from the armed 
forces after two and a half years’ ser- 





STEPHAN LUKAS 


vice and will rejoin Springstep, Inc., 
New York City, as East Coast repre- 
sentative. 

S/Sgt. Lukas participated in five 
major campaigns during 22 months of 
service in the European theater. He 
was a member of the intelligence staff 
attached to the 28th Infantry Division 
which distinguished itself in the Battle 
of the Bulge. After V-E Day he was 
a member of the occupation forces con- 
cerned with the de-Nazification of the 
German populace. 





Nylon Shortage Acute 


New YorK—tThe shortage of women’s 
hosiery is becoming increasingly acute. 
Even the heaviest grades of least de- 
sirable rayon hosiery attract long lines 
of customers. The sale of nylons in- 
duces riots. A large department store 
here which announced the arrival of 
26,000 pairs of nylons in a three-quar- 


| ter page advertisement warned custom- 


ers of discomforts, and informed them 
to “take what you get and be happy.” 
Nonetheless, what amounted to a near- 
stampede was the result. 

The Popular Price Shoe Retailers 
Association has telegraphed John D. 
Small, CPA Administrator, and recom- 
mended immediate action to alleviate 
the shortage. The association made 
three suggestions: “allocation of rayon 
yarns to hosiery mills which would 
enable many small mills to utilize idle 
machinery; allocation of nylon yarns 
to the hosiery industry in recognition 
of the fact that hosiery is a more crit- 
ical need than bathing suits, sports- 
wear and other apparel items that are 
now obtaining nylon yarns from yarn 
producers; and an immediate embarg2 
on exports of rayon and nylon hosiery 
until critical domestic needs are more 
adequately met.” 
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BEN ORLICK 


New Yorx’s Live Wme Josser 
QUALITY LEATHER 
') PLAY SHOES! 


California Process 











18 or 36 pr. lots 
AT ONCE DELIVERY 


Sizes 4-8 and 5-9 


705 PLASTIC PATENT 
706 RED ELKSKIN | 
707 BLUE ELKSKIN | 
708 BEIGE ELKSKIN | 
709 BROWN ELKSKIN | 
710 WHITE ELKSKIN 


134 W. BROADWAY, NEW YORK | 
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ST. LOUIS 


AFTER A COMFORTABLE 
NIGHT AT 





WASHINGTON AT NINTH 
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| a clerk in a wholesale dry-goods house, 
| then $18 as bookkeeper .in a clothing 
| house. When he was 19 he went to St. 


| fer point for travelers and freight be- 


| mination. 


| ereditors only a third of what they 


Henry C. Lytton 
Nears 100th Birthday 


CuicaGo, ILL.—Henry C. Lytton, Chi- 
cago pioneer merchant, will celebrate 
his one hundredth birthday on July 
18, 1946, 





HENRY C. LYTTON 


In 1861 when he was fifteen, he went 
to work to earn fifty cents a week as 
a clerk in a law office. The following 
year he was earning $15 a week as 


Louis, a bustling, overcrowded trans- 


tween the East and West, the North 
and the South. 

The late 1860’s saw him back in New 
York discussing the future with his 
brother. Their conversations sent them 
off to Michigan with $3,000 and deter- 
There they established a 
business of their own. 1877, the year 
of business panic, found Henry Lytton | 
bankrupt. He and his brother, driven | 
to the wall, were able to pay their 


owed. But Henry never forgot the re- 
maining two-thirds. Years later he 








paid his creditors in full. 

In the years that followed, Henry 
Lytton remembered the creeping feel- 
ing of despondency that engulfs those 
who have nothing. He had known hun- 
ger and never forgot its gnaw. Many 
Chicagoans still alive today remember 
the tons upon tons of coal Henry C. 
Lytton annually gave the poor. Lytton 
generosity also provided free ice dur- 
ing the hot summers. 

By 1882, Henry Lytton had earned 
and saved $12,000 and was again on 
his own. He took over a run-down 
store in Indianapolis which, by astute 
management, he turned into a going 
business. 

In 1887 Mr. Lytton set up shop in 
Chicago. His influence has been felt 
throughout the nation. Scholarships, 
donated in perpetuity, are still financ- 
ing the education of worthy students. 

One of the original 14 founders uf 
Chicago’s State Street, he is also the 
last of them—and he is still active in 





To 
PLAY-POISE 
DEALERS 


Our Salesmen 
will be calling on 
you soon, to explain 


FIT 


FUTURE 


That's 





Magic Circle 


PLUS 





NO NEW PLAY-POISE 
FRANCHAISE IS AVAIL- 
ABLE NOW. 


THE VIRGINIA SHOE CO., INC. 
FREDERICKSBURG, VIRGINIA 








business as president of the The Hub. 











METAL BINDINGS 
for your carpets and runners 





THE 


“The Finest in 








service. 
i Your 





DAVE JACK 


1334 BEECHVIEW AVE., PITTSBURGH 16, PA. 


SON 








“SPECIAL” 


Its exquisite design fills a long felt need for a change 
in appearance. Many merchants have expressed their 
desire for a machine which would not look “out of 
place” in their store. 

P. S.: The “SPECIAL” is offered by M. B. Adrian, who 
designed and built the original machines. He is pleased 
to offer this “improved” machine to the shoe mer- 
chants who want to add x-ray shoe fitting to their 


M. B. ADRIAN & SONS X-RAY CO. 


“Originator of X-Ray Shoe Fitting’’ 


2507 So. Howell Ave. 
Milwaukee 7, Wis. 


X-Ray Shoe Fitting Equipment” 


The “three way” Special is 
without equal in performance, 
design and beauty. Its exclu- 
sive “SELEKTOR” is the grecat- 
est improvement ever made in 
x-ray shoe fitting equipment. 
Its lower, roomier, step makes 
it easier, and safer, for your 
customers to have their shoes 
x-ray fitted. 


inquiry will be appreciated" 


3117 So. Logan Ave. 
Milwaukee 7, Wis. 
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Guild Reinstates April 1 
Date for Fall Showings 


New York — The Guild of Better 
Shoe Manufacturers will hold advance 
Fall openings the week of April 1st, 
according to a statement released. Feb- 
ruary 6 by Benjamin D. Schwartz, 
president of the organization. That 
was the time originally chosen by the 
Guild for its early Fall showings. Sub- 
sequently it was decided to have the 
showings the last week in March in 
cooperation with the National Shoe Re- 
tailers Association style Conference, 
which was recently cancelled. “The 
Guild finds it advisable to reinstate the 
original date of April 1st, which is bet- 
ter suited to current conditions,” Mr. 
Schwartz said in his announcement of 
February 6. 

As originally planned, the advance 
Fall opening will be held in the indi- 
vidual showrooms of the Guild mem- 
bers, who are Delman, Incorporated; 
Fox Shoe Manufacturing Corporation; 
Jerro Brothers; Mackey-Starr, Incor- 
porated; John Marino; I. Miller and 
Sons, Incorporated; Newton Elkin Shoe 
Company; Palter DeLiso, Incorporated; 
Schwartz and Benjamin, Incorporated; 
Thomas Cort; Van Arden Shoe Com- 
pany; M..Wolf Sons, Incorporated; 
Morris Wolock; Zuckerman and Fox, 
Incorporated; and Cangemi, Incorpor- 
ated. 


Footwear bought at the advance Fall 
showing, the third in the Guild cycle 
of five yearly, is for June and July 
delivery. Commenting on the change, 
I. B. Grossman of I. Miller and Sons, 
first vice-president of the Guild, said: 
“With leather conditions irregular it 
will be helpful to present our lines as 
late as possible in order to be closer 
to the hoped-for ability of the tanners 
to deliver leather of the Fall type.” 


Lease Building to Make 
Women’s Shoes 


BINGHAMTON, N. Y.—The Bingham- 
ton Board of Education has announced 
that it has given its approval to the 
signing of a two-year lease on the old 
three-story Robinson Street silk mill 
building to Endicott-Johnson Corpora- 
tion. It is understood that the com- 
pany plans to use the building as a 
factory which will turn out 
women’s shoes to sell at $7.95 retail. 
The new unit plans to employ 250 per- 
sons and to start production March 15, 
with a peak capacity of 2,400 pairs a 
day. 


Shoe Man Retires 


DAYTON, On10—After 38 years with 
I. . Grossman of I. Miller and Sons, 


A. Miller, veteran shoe man, has re- 
tired. 

The 65-year-old Daytonian joined the 
company in 1908 as a buyer. Ten years 
later he became merchandise manager 
of all shoe departments and today is a 
member of the board of directors. He 
has long been interested in foot prob- 
lems and believes that style trends will 
develop casual, sensible shoes for every- 
day use. 


Give Course in 


On-the-Job Training 


NASHVILLE, TENN.—Store executives 
and supervisors are taking a one-week 
course in on-the-job training of em- 
ployees at the Hume Fogg Technical 
and Vocational High School, under the 
auspices of the Nashville Shoe Re- 
tailers’ Association. Instruction classes 
began January 28 and are held for 
a two-hour period Monday through 
Friday mornings. 

T. B. Petty, Middle Tennessee dis- 
trict coordinator of distributive educa- 
tion, is the course instructor. 

Plans are at present being worked 
out to hold a distribution course for 
salespeople, William Gains, president 
of the Nashville Shoe Retailers’ Asso- 
ciation, announced. These classes will 
include a study of styles, methods of 
fitting, and sales technique. 
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Also styles especially 


designed for RESALE 


Lively Family 


Genuine Mexican 
Huarache 


Immediate Delivery 
All Leather Uppers 
Hard Leather Soles 
Split Leather 
Innersole 





Send for Catalog 


No. 551—Women's 


The Liveliest Member Of A 


Actas 


i” 


$1.85 


Terms: 
Net 10 days 
F.O.B. N. Y. 


Minimum Order 
18 pairs 


Current rave of the huarache crowd 
—this number is selling like wildfire. 


Remember it is only one of the complete Cuca 
Rachas sandal line. ORDER TODAY. 


See Us at Your Regional Show 
COMPANY 


P GERDA Zaemece comrany 





Veterans Adjust Readily to Peacetime Jobs 





Psychoneurotics Can be Successfully Employed in Industry, Accord- 
ing to Dr. Charles C. Burlingame, Eminent Psychiatrist. 


Dr. C. Charles Burlingame, psychia- 
trist-in-chief for The Institute of Liv- 
ing, Hartford, Conn.; associate in psy- 
chiatry at Columbia University, and 
chairman of the sub-committee on psy- 
chiatry of the NAM Medical Advisory 
Committee, has prepared the following 
article for the Re-employment of 
Handicapped Veterans Committee of 
the Associated Business Papers. Dr. 
Burlingame has written this article in 
an effort to answer the questions of 
those members of business and industry 
who have wondered how veterans dis- 
charged from the services as psycho- 


neurotics will fit into the postwar world. 


Prime among the problems facing these 
veterans is that of securing employ- 
ment, and Dr. Burlingame’s observa- 
tions show how a liberal attitude on 
the part of business men will aid in its 
solution. He said: 

“What are the practical implications 
of the term ‘neuropsychiatric’ which has 
been applied to so many discharged vet- 
erans? In order to answer this ques- 
tion, I am expressing the following 
opinions as one of three psychiatrists 
to whom has been posed the very im- 
portant problem of releasing into civil- 
ian pursuits supposedly vast numbers 
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of neuropsychiatric cases discharged 
from the Armed Forces. We have been 
requested to make suggestions concern- 
ing what should be done with the so- 
called neuropsychiatric dischargees 
whom industry is expected to employ or 
re-employ. 

“By way of introduction, perhaps it 
would be well to state that the term 
‘psychoneurosis’ does not designate a 
disease in the sense that pneumonia, 
typhoid, or malaria do. The term psy- 
choneurotic is more of a social diag- 
nosis. A psychoneurotic requires an 
adjustment, as an individual, to his en- 
vironment and occupation. Briefly, psy- 
choneurosis may be defined as an emo- 
tional upset developed to the point 
where it interferes with the individual’s 
efforts in his employment or with his 
domestic life or social relationships. 

“Obviously, the adjustment to mili- 
tary life for a man established in peace- 
ful pursuits and relationships greatly 
affects his emotional life. If he fails 
in any of the required adjustments, he 
is discharged as a psychoneurotic. In 
civilian life, this same man might make 
a very satisfactory adjustment to his 
employment relationship and be an ex- 
tremely valuable employee. The effort 


to make the necessary adjustments to 
military life may have caused increased 
irritability, seeming indifference, or 
other traits indicating a lack of the 
usual sustained and normal interests. 
These symptoms tend to disappear more 
or less automatically as the individual’s 
war experience recedes in point of time. 

“The sum and substance of all this 
is that we need to pay little or no atten- 
tion to whether or not a man was dis- 
charged from the Armed Forces as a 
psychoneurotic. The inability of a man 
to adjust himself to military life and 
conditions, does not imply inability to 
make a satisfactory adjustment to in- 
dustrial or business occupations. 

“I could dwell at length upon the 
observations upon which these conclu- 
sions are based, but one reference will 
be sufficient. In one large plant, em- 
ploying tens of thousands of men, re- 
turned veterans are being hired without 
regard to the circumstances surround- 
ing their discharge from the Armed 
Forces; the sole basis for employment 
is the veteran’s past training and skill. 
After a period of months of employ- 
ment, the work record of these veter- 
ans was compared with that of non- 
veteran groups. It is of interest to 
note that nearly one-third of the vet- 
erans rated higher in productivity than 
the average of the entire plant. and a 
little over one-third of these veterans 
had developed higher skills than they 
had before entering the Armed Forces.” 
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“OUTDOR-EES" 
Simulated Leather 
with platform 


#5505 


y $1.65 
10 days Net 30 
= F.0.B. Chicago 


T-STRAP SANDAL 


Leather Sole 


COLORS: All over White, 
Patent, Brown. 


SIZES: 4 to 9 (half sizes) M width. 


Packed 36 pr. te case, assorted sizes. 
Minimum orders 18 pr. per color. 


immediate Delivery 
WILLIAM COHAN CO. 


— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, lil. 


Beige, Red, 
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BOWLING SHOES 
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MEN'S and WOMEN'S 
‘ eather BOWLING Shoes 


Net 30 days 
F.0.B. Chicago 


#9419—Men's Black Oxfords $3.00 
#9619—Men's Black Boot $3.50 
Sizes: 6 to I! 
#8419—Women's Black Oxford $2.50 
Sizes: 4 to 8 


McBREEN SHOE CO., Inc. 


305 W. Monroe St. Chicago 6, Ill. 














| Joins G. R. Kinney Co. 


New York—Peggy Taylor has joined 
G. R. Kinney Co., Inc., as associate 
buyer of “up-front” merchandise, it is 
made known by C. O. Anderson, vice- 


PEGGY TAYLOR 


president and general merchandising 
manager of G. R. Kinney. Mrs. Taylor 
will assist Miss Dorothea M. Kenna in 
the buying and merchandising of ho- 
siery, anklets, handbags, gloves and 
kindred “up-front” items. 

Before coming with Kinney’s Mrs. 
Taylor merchandised hosiery, gloves 
and handbags for Jean’s hosiery shops 


| in the southwest. 


| “Pete” Cavallo Retires 


New York.—“Pete” Cavallo, affili- 
ated with Hanan & Son, here, for 50 
years, retired recently. A farewell 
banquet was given to him by the New 
York employees of the firm. 

Mr. Cavallo has been manager of 
the company’s store at 187 Broadway 
for the past ten years. Before that 
he was manager of other units in the 
Hanan group. 

Other changes in the Hanan set-up 
are as follows: The store located at 
Broadway and 37th Street was closed 
recently, as was the store at Fifth 
Avenue and 48rd Street, with the open- 
ing of the new store in Rockefeller 
Center. Joseph Bigley is taking over 
as manager of the store at 187 Broad- 


| way, which is scheduled to move to 


Maiden Lane sometime in the Spring. 


Kirsh Plans Changed 


A news item in the February 1 issue 
of Boot AND SHOE RECORDER reporte:l 
that Paul Kirsh, for many years con- 
nected with The May Company of Los 
Angeles, had resigned and was join- 
ing the sales staff of J. Edwards & 
Co., Philadelphia, representing the firm 
on the West Coast. The RECORDER was 
subsequently informed that Mr. Kirsn 
will not become associated with the 
Edwards firm. 
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WOMEN'S CASUALS 
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WOMEN’S CALIFORNIA CASUALS 


Broad Band Gabardine Sandal 
Wedge Heel and Platform 
Hard Leather Sole 
Colors: White 
and Red 


Sizes: 4-9 Reg- 
ular Half Sizes 


$9.00 


Delivery: yoy 
Terms: Net 10 days F.O.B. N. Y. 
Min. Orders 16 prs. of color 
IN WHITE AS ABOVE 

900 $2.40 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 
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SHOE ORNAMENTS 


- 


+ SHOE BEAUTIFIERS - 
by 
DANIELS 


DANIELS SCOOPS AGAIN! 

Beautiful bows nas Ce Suede 

Patent Leather or Calf. Black, Red, Navy, Brown, 
$1.50 per pair 

No Less Than 6 Prs. Orders Accepted 
IMMEDIATE DELIVERY 

DANIELS MANUFACTURING CO. 

5403 - 18th Avenue, Brooklyn 14, N. Y. 
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PRICE TICKETS 
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Great Little Time Savers 


PRICE TICKETS: Size 142" wide, 2%” 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs. . . 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 6 doz. $1.50, 12 doz. $2.50. 


MERCHANTS SERVICE DEPT. 
#209 S. State St., Chicago, ili. 
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STUDENT DANCE SHOES 
Pama 


Perfection in dance shoes. Product of 
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skilled workmen. All leather, nylon-sewed. c 


Handmade throughout. 


ACRO-BALLET SANDALS 
Sueded glove elk in fawn, black, white 
Style number (1) 


Kidskin in black, white and colors... . 


Style number (2) 


CLASSIC BALLET PUMPS in black, white kidskin 


Pleated-toe ballet pump 
Style number (10) 

Acro-ballet pr ctice pump 
Style numb + (6) 

Advanced ful sole ballet pump 
Style number (11) 


Sizer——-8 to 13, 1 to 9 + 


PRIMA 


Install a Primex . 
fied customers. 








Sitter 


%& new post-war x-ray 
ircuit 


%& new compact size 
% new safety and protection 
%& new streamline style and beauty 


*& All—at a new low price 
Plus a 2-year guarantee 


Because of its new postwar x-ray circuit Primex reduces tube 
breakdown due to heat and overstrain. This means trouble-free, 
low-cost operation. 

Primex undoubtedly will be imitated—but never surpassed. It 
speeds buying decisions, lowers sales resistance, lowers loss on 
goods returned because of alleged misfits. 

. for quicker sales, more sales, more satis- 


Write for full information! 


PRIMEX EQUIPMENT COMPANY 
135 S. La Salle St. 


Better! 
PRIMEX 


Chicago 3, Iilinois 














Appeal for Leather Cuttings 


For Veteran Hospitals 


NEw YorK—The Shoe and Leather 
Goods Industries Leather Salvage Com- 
mittee, of which Barney Worthman, of 
Fulton Leather Goods Co., Inc., 138 
West 25th Street, is chairman, is re- 
newing its appeal for leather cuttings 
to aid the recreation and rehabilitation 
programs conducted by the Red Cross 
Arts & Skill Corps for sick and wound- 
ed service men in military and naval 
hospitals. 


Making of small leather products 
such as wallets, billfolds and various 
other items of practical utility or 
artistic interest forms a large and im- 
portant part in the rehabilitation pro- 
grams conducted for the purpose of 
occupying the time and reviving a new 
interest on the part of sick and wound- 
ed veterans. It has been found that 
the boys take a keen interest in this 
work. Occupational therapy of this 
kind plays an important part in the 
rehabilitation of those whose injuries 
have made them bed-ridden, as well as 
the psychiatric cases that require some- 
thing of this nature to keep their minds 
off real or fancied personal problems 
while they are undergoing treatment. 

The main problem in connection with 
the work has been that of obtaining an 
adequate supply of leather, and while 
contributions from the shoe and leather 
industries have been very generous, 
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Mr. Worthman says the immediate 
need is very great. In fact it has been 
necessary to suspend these projects in 
some hospitals because the supply of 
available leather has been inadequate. 

Among the original members of the 
committee headed by Mr. Worthman 
was Arthur D. Anderson, late editor of 
Boot AND SHOE RECORDER, who was 
deeply interested in the project and 
assisted, not only in the publicity 
branch of the work, but also in the 
active solicitation of leather from firms 
in the leather and shoe trades. 

The distribution of leather collected 
by the committee is under the control 
of the General Supply Officer, Ameri- 
can National Red Cross, Washington 
13, D. C., who should be consulted for 
shipping instructions. 


Chicago Travelers Show 
Brings Big Demand 

Curicaco, ILL.— At the January show- 
ing of the Shoe Travelers’ Association 
held at the Morrison Hotel, exhibitors 
were confronted with a large number 
of buyers clamoring for merchandise. 
Of the 70 lines shown the majority 
were “in-stock” but this term proved 
something of a misnomer since there 
were few houses which could assure 
rapid deliveries. The greatest demand 
was for patent and black calf. Since 
immediate supplies of these are definite- 
ly limited, many a buyer contented him- 
self with a purchase of gabardine. 


Navy blue also brought much demand, 
but here, too, the production is limited. 

Buyers at this show were principally 
from the Middle Western states though 
there were several from states as far 
distant as California and Arizona. 
Attendance was slightly better than at 
last November’s show, and demand for 
merchandise was at least 50 per cent 
higher, a certain indication of dwindling 
retail stocks. 

Some houses showed high colors— 
red and green—and though many buy- 
ers were interested, deliveries in less 
than 90 days could not be assured. 
The sling-back continues as the all-time 
favorite, and with the approach of 
warmer weather, interest in very open 
sandals increases. Platform types are 
also much to the fore and a number 
of houses show a variety of gilt-studded 
models. Two-tone spectators were in- 
cluded in some lines also but the all- 
white buck shoe was conspicuous by its 
absence. 

The next show scheduled by the 
Chicago travelers is February 25 and 
26. 


To Build Merchandise 
Mart in Dallas 


DALLAS, TEXAS—A Merchandise Mart 
will soon be erected in Dallas. It is 
expected to be used by manufacturers 
of all sorts, selling merchandise of 
every description. The mart will occupy 
a new eight-floor building, costing 
$1,000,000. 
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SPORTING PACS 


i i hell 


IMMEDIATE DELIVERY 


GOVERNMENT SURPLUS 


MEN'S 12" LEATHER TOPS 
SPORTING PAC —- W 
RETAN Upper — RUBBER Bottom 
Sizes 6-13 7-12 
Packed 12 pairs to case 
Terms: F.O.B. N. Y., Net 30 Days 


148 Duane St. New York 13, N. Y. 


JOBS 





LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 18 LEADING 8ST. LOUIS 
FACTORIES 


e 
MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “C” Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, M. Y. 




















To Represent 


Monogram Slipper 


St. Lous, Mo.— Manuel Gudelsky, 
after three and one-half years in the 
Air Forces, has joined the Monogram 


MANUEL GUDELSKY 


Slipper Company. He will represent 
them in a sales capacity, working close- 
ly with Archie Bregman in merchandis- 
ing and serving Monogram accounts. 

Mr. Gudelsky has a background of 
some 15 years in the shoe field. He 
served ten years with Edison Brothers 
as a shoe buyer and merchandise execu- 
tive, and for two and one-half years 
before joining the armed forces he was 
associated with the Mutual Shoe Cox- 
poration. 

Monogram has under way plans for 
opening up a New York office under 
the direction of Mr. Gudelsky, but for 
the preesnt, he is making his headquar- 
ters at St. Louis home office. 


Cincinnati Club Installs 
Officers 


CINCINNATI, OHIO—At the 46th an- 
nual meeting of the Shoe and Leather 
Club, Inc., held in the clubrooms in the 
Duttenhofer Building, February 9, ths 
following officers were installed: 

Albert Huesing, leather merchant, 
president; Robert F. Gerwin, Schawe- 
Gerwin Co., vice-president; Richard 
Williams, American Hide & Leather 
Co., secretary-treasurer; Charles H. 
Miller, formerly with Miller Shoe Com- 
pany, but now retired, in a two-year 
term on the Board of Governors; George 
J. Hofman, Amalgamated Leather Co., 
in a one-year term on the Board of 
Governors; Charles Kelly, Unitel 
States Shoe Corp., held over on the 
Board of Governors. 

A buffet luncheon was served, and 
members discussed the possibility of 
adding the office of recording secretary 
or assistant secretary-treasurer, with 
the object of dividing the many duties 
involved. E. G. Furstenau was men- 
tioned for the newly created office. 
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GIRLS' KNOCKABOUTS 
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Best Grade 
Girls’ Brown Suede Casual 
Genuine Goodyear Welt 
Neolite Soles 


$3.25 


Sizes 4-8, 
Packed 18 prs. 
to ease. 








Write for folder 
Moccasins, other slippers 


CONJOR SHOE CO. 


287 Broadway New York 17, N. Y. 


WOMEN’S SLIPPERS 
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WOMEN’S FELT EVERETTS 
$4.20 


Hard center 


oles 
Re-enforced Toe. 
Colors: Gray and 
Biue. 


Sizes: 5-9 
No. 190 Immediate Delivery 


Terms: NET 10 days, F.0O.B. New York 
Minimum order 18 prs. of color 
Also Men’s, Women’s, Boys’ and Children’s 
Padded Sole Felt Slippers IN STOCK. Open 
Orders Filled to Your Entire Satisfaction. 
Prices: 60c to 85c¢ per pr. 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 








Set Prices on Rubber 


Footwear 


WASHINGTON—Retail and wholesale 
dollar-and-cent ceilings have been es- 
tablished on approximately 90 new items 
of waterproof rubber footwear which 
have been out of production since 1941, 
the Office of Price Administration has 
announced. This action follows the re- 
cent establishment of manufacturers’ 
ceilings for the same items. 

The footwear given ceilings comprises 
various sizes of rubbers, rubber boots 
and similar items for men, women and 
children. Manufacturers now have suf- 
ficient synthetic rubber supplies to re- 
sume production of this footwear. 
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from Tots to Teen-Agers 





Quality Children’s Shoes 


Are recognized as a sound investment in every 
store. Over 47 years of successful shoemaking 
is the foundation of ALTSCHUL quality. 

We illustrate one of our typical shoes for little 
folks. 


While total production is limited to our present 
customers—there has never been any limit on 
ALTSCHUL QUALITY. 


JULIUS ALTSCHUL IMC. 
tl 
*®ounot” e909 
NATURE'S OWN 
SADDLE ARCH 
PROP-R-FORM 








——_—_____— 


Marott Store Given to Employees 


Officers of the Marott Shoe Store. Left to 
H. Noble, Virgil H. Gebauer. 


H. Young. Seated: Lewis 


INDIANAPOLIS, IND.—George J. Mar- 
ott, Indianapolis shoe merchant, re- 
cently gave the store which bears his 
name to fifty-two veteran employes and 
Butler University as a gift of the man 
who worked a few hundred dollars in 
personal savings into one of the city’s 
thriving business institutions. 


right, standing: Aubrey L. Cox, Herman 


At a meeting in the Marott Hotel, he 
turned one-half of the 15,000 shares of 
no par value stock in the shoe business 
over to 52 of his employes and the 
cther half to Butler University. The 
gift became effective February 1. 

The George J. Marott Company, i8 
East Washington Street, is capitalized 


at $300,000. Its profits exceed $100,000 
annually, however, Mr. Marott recently 
revealed. Established in 1884, next door 
to its present location, it now is one 
of the largest exclusive shoe stores in 
the world, 

The Butler University share in the 
gift will be known as the George J. 
Marott Educational Foundation, with 
“needy, worthy and right-minded stu- 
dents” of the school eligible te ebtain 
loans through the fund. The loans will 
be repayable, “when reasonabiy pos- 
sible.” 

Heading the new shoe company when 
the gift becomes effective will be Lewis 
H. Noble, president; Virgil H. Gebauer, 
vice-president and general manager; 
Herman H. Young, treasurer, and Au- 
brey L. Cox, secretary. Employes to 
benefit from the gift range from por- 
ters to executives. The stock may not 
be sold to other than employes. 

First intimation that Mr. Marott 
planned to include employes in such a 
gift came at his eighty-seventh birth- 
day celebration, Decemper 10, 1945. At 
that time he said he planned to do this 
“as a reward for their faithful ser- 
vice.” By placing the restriction on sale 
of stock he said it would keep the con- 
cern in its present control and perpet- 
uate the name of Maroitt. 
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HUARACHES 








Genuine Hand Laced 


HUARACHES 


Full grain outsole—split insole. 

36 pr cases, sizes 3/8 or 4/8 
I ES are ... $1.60 
2% 10 days, Net 30, F.0.B. Chicago 
Minimum order accepted 36 pr to case 
Immediate Delivery 


MILLER-SCHWARTZ SHOE CO. 


45 S. Wells St., Chicago 6, Ill. 








PLAID SHOE LACES 








PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Ducne St., New York 7, WN. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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SHOE CLEANER 
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SENSATIONAL 


White Dry Shoe Cleaner 


Cost, $1.75 Dz. — $18.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2900 $. Michigan Ave., Chicago, Ill. 
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Sees Industry “Not Yet Out of the Woods” 





H. O. Rondeau, Speaking at New England Shoe and Leather Associa- 
tion Anniversary Banquet, Cites Need for More Production 


New officers of the New England Shoe and Leather Association for 1946, elected 
at the anniversary banquet of the association. Left to right, front row: J. Franklin 
McElwain, vice-president; H..O. Rondeau, president; A. W. Berkowitz, treasurer. 
Back row: Frank S$. Shapiro, vice-president; Daniel J. Danahy, vice-president; 

Maxwell Field, executive vice-president. 


Boston, Mass.—Approximately 800 
members and guests of the New En- 
gland Shoe and Leather Association, 
attending that organization’s 77th an- 
niversary banquet here on January 23, 
were told, on the one hand, that while 
conversion to civilian production has 


J. F. McElwain has served as NESCA 
vice-president for several years, is presi- 
dent of the J. F. McElwain Shoe Co., and 
chairman of the board of the Melville 
Shoe Corporation. He was given this 
plaque in appreciation of his services. 


shoe industry.” The speaker was Ho- 
mer O. Rondeau, who, at the business 
meeting which preceded the banquet, 
had been re-elected association presi- 
dent for 1946. 

Referring io an estimated 1946 pro- 
cuction of between 550,000,000 and 
600,000,000 pairs, Mr. Rondeau com- 
mented that he could find no reliable 
statistics to uphold an opinion that 
there will be enough ‘eather to fill the 
bill. “We will,” he said, “have to call 
again on the ingenuity of our manufac- 
turers to produce a large part in mate- 
rials other than leather. The outlook is 
for increased quantities of cattlehide 
leathers, used primarily in men’s, boys’ 
and children’s skoes, but the outlook for 
the light leathers—calf, kid and sheep 
—used in women’s shoes, is most unsat- 
isfactory.” 

“Your association,” he concluded, “is 
in the strongest position in its long 
history, with a membership of 410 com- 
panies and a substantial surplus.” 

A major feature of the affair was the 
presentation of a gold plaque to J. 
Franklin McElwain for his outstanding 
services for many years as vice-presi- 
dent of the association; of a ship’s clock 
to James T. Gormley, who has served 
as treasurer since 1941; and the award 
ef association war certificates to mem- 
bers who have served on the staffs of 
the War Production Board of the Office 
of Price Administration. These include 


been rapid, the industry is not yet out *J. Edson Andrews, Charles L. Slosberg, 


of the woods insofar as raw materials 
are concerned; and, on the other, that 
“expanding operations and the opening 
of a number of new factories in recent 
weeks indicate that New England can 
and will maintain its leadership in the 


George Harding, A. J. Millikan, Frank 
Lemp, John Packard, Harold Fuller, 
Edward L. Sawyer, James F. Long, 
Millard S. Peabody, Wendell R. Bauck- 
man, Edward F. Casey, Charles P. 

[TURN TO PAGE 132, PLEASE] 
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Lively Family 
Men's and Boys’ 
All Leather 
Sandals 


February-March 
Delivery 


Color: Brown 


Brown Riveted Non- 
Marking Molded 
Rubber Soles 


sandals. 





Another Member Of A 
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g-RACHAS 











Minimum Order 
18 pairs 


Your customers will appreciate the 
casual comfort and good looks of these all leather 


See Us at Your Regional Show 


GERDA J follldeae LOMPANY 








Keith Prospects Bright; 
New Directors Named 


BROCKTON, Mass.—Prospects for vol- 
ume production by Geo. E. Keith Com- 
pany in 1946 appear excellent provided 
sufficient workers can be obtained to 
enable production to keep pace with 
orders, according to Harold C. Keith, 
who was re-elected president of the 
company at the annual meeting of the 
Board of Directors last month. Other 
officers elected at the same time were: 
Honorary vice-president, Myron L. 
Keith; vice-presidents, Fred L. Hasey 
and Jean Reed Keith; clerk, George H. 
Leach; treasurer, Stanley W. Par- 
menter. 

Mr. Leach, who had been a director 
since 1918, reached the company’s re- 
tirement age some time ago. Mr. Par- 
menter succeeds him as a member of 
the board. Gen. Robert Wood, who re- 
tired from the board at his own re- 
quest, is succeeded by Jean Reed Keith, 
recently released from the Navy, where 
he served as lieutenant in command of 
a patrol boat operating in the Pacific. 
He represents the sixth generation of 
the family to be active in the company 
end is the son of Harold C. Keith. 

The operating committee is composed 
of Harold C. Keith, H. Willis Nye, Fred 
L. Halsey, Henry B. Whitcomb, Stanley 
W. Parmenter, Harold W. Copeland, 
Fred Belyea, Jean Reed Keith .and 
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George H. Leach. Appointments an- 
nounced are: Assistant general man- 
eger of retail stores, A. I. Loheed; office 
manager, Harry Garland; and assis- 
tant manager of the foreign depart- 
ment, Charles R. Williams. 





Heads Travelers’ Club 






DETROIT, MICH.—George H. Lawson, 
of Phyllis Shoe Co., who was 
elected president of the Michigan Shoe 
Travelers’ Club for 1946. The election 


was held at the recent Michigan Annual. 


Shoe Fair, sponsored jointly by the Mich- 
igan Shoe Travelers’ Club and the Michi- 
gan Shoe Retailers’ Association, at the 
Hotel Statler, here. 





Stanley W. Parmenter was born in 
Brockton, Aug. 25, 1895. He attended 
local schools and graduated from Bent- 
ley’s School of Accounting and Finance 
in Boston. He began work as a book- 
keeper at the Brockton National Bank 
in 1912. During World War I, he 
served in the U. S. Navy. He has been 
connected with Geo. E. Keith Company 
since 1920. He is treasurer of the 
South Congregational Church and the 
Brockton Country Club, and a member 
of various Masonic orders. 

Jean Reed Keith was born in Boston, 
Sept. 8, 1915. He attended the Hun- 
tington High School and Brockton High 
School. He prepared for college at the 
Lawrenceville School, Lawrenceville, 
N. J., and entered Amherst College with 
the class of 1937. After graduating 
from Amherst, he spent a year in Eu- 
rope traveling, studying and acquaint- 
ing himself with the foreign business 
of the Geo. E. Keith Company. 





Open New Display Room 


St. Louts, Mo.—Lewis Manheim, rep- 
resenting the Tober-Saifer Shoe Com- 
pany, has announced the opening of a 
display room and office in Suite 907, 600 
Grant Street, Pittsburgh, Pa. The com- 
plete line of nationally advertised foot- 
wear will be on display there at all 


times. 
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MEN'S SANDALS 
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MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
mot mark floors 


eu 


aor 


SIZES: 
6-1! and 
7-12 


Other Style Sandals Available—Some With 
Wedge Heels 


KANDEL SHOE CO. 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 











WOMEN'S SLIPPERS 


Women's FELT 


Juliet 
Hard Leather 
Compo Sole 
No, 71 
Brown 


BLAIR & ROSS, lnc. 
.c. (7 


FOOT BATHS 


oer 


Sell Your Customers 


foot care and 
comfort at a 50% 
profit. 





RROWN'S— 
MBDICATED 


FOOT BATHS 
“a 
Athietes Foo: 


Retails $1.60 per 8-cz. 

















Mary Ellison Appointed Editor 
Shoe Service Magazine 

St. Louis, Mo.—The recent appoint- 
ment of Miss Ellison as editor of Shoe 


Service Magazine marks another step 
in the National Leather and Shoe Find- 


MARY ELLISON 


ers Association program of expanding 
the organization’s staff. 

For eight years Miss Ellison was 
with the New York Times, first through 
the Business Office in advertising and 
sales promotion, then in the Business 
News Department covering wholesale 
markets and trade organizations. The 
past five years she has been advertising 
sales and promotion manager for a na- 
tional magazine. She is a member of 
the Advertising Women of New York, 
Inc., and has had considerable experi- 
ence in free-lance editorial and publicity 
work. 

Expressed purposes for Shoe Service 
Magazine are to develop the publication 
as a stronger vehicle for translating 
association policies and objectives into 
action; to further expand the magazine 
as the common source of creative think- 
ing for all branches of the industry; to 
make the magazine as timely and com- 
plete a source of news coverage as pos- 
sible for all factors, and to encourage 
the growth of this news value through 
the cooperation of readers; to build up 
higher standards of business practice 
in the industry. 


Requests Charter for 
Ohio Club 


CLEVELAND, O.—Lester Abrams has 
requested the Secretary of State of 
Ohio for a charter for the Ohio Shoe 
Travelers’ Club. Purpose of the club 
will be to hold shoe showings in the 
state of Ohio in an effort to promote 
the shoe industry there. 

Letters have been sent to many shoe 
salesmen located in the state. First 
showing is scheduled to be held at the 
Hotel Statler, Cleveland, March 9, 10 
and 11. 

Mr. Abrams is Ohio circulation re- 
presentative for Boot AND SHOE RE- 
CORDER and other trade publications. 
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SHOE BAGS 
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Men's and Women's 


SHOE BAGS 


Made of finest 
| water repellant 
LEATHERETTE 
| obtainable. Raw- 
hide finish, A 
sturdy bag. A 
| profitable item. 


is to sell them! 
RETAILS: 


COLORS: Maroon or Brown, with 
either Pink or Blue Binding. 
SIZE: 17" x 30"; Pockets 7%" deep. 
Also Children's Bags of coated material, 
illustrative Children's figures. Each with 
Retails $1.00 to $1.25 
Bags packed | doz. to package 
F.0.B. Chicago 
Details and Prices on request 


Immediate Delivery 


WILLIAMS PRODUCTS CO. 
1855 Milwaukee Ave., Chicogo 47, Ill. 




















Sell 2,659,368 Pairs 
Of Surplus Shoes 


WASHINGTON — The Reconstruction 
Finance Corporation has reported to 
the Surplus Property Administration 
that 2,659,368 pairs of shoes, ranging 
from women’s service slippers to ski 
boots, were disposed of between Decem- 
ber 10 and 19, 1945, for $7,716,752.93. 
The original cost to the government 
was $13,010,495.65. 

Of the total offering of 2,677,494 
pairs of shoes, orders for 4,751,846 
were received. Priority claimants, were 
allocated 13 per cent of the total offer- 
ings or 821,941 pairs. Veterans’ orders 
were completely filled with 145,258 pairs 
or five per cent of the offerings. Sixty- 
six per cent of the shoes were awarded 
to wholesalers who were certified to 
sell in small lots and the balance was 
distributed among small retailers who 
took eight per cent and larger retailers 
who were allotted another eight per 
cent. 

Every style of shoe was oversold and 
the over-selling ranged from two per 
cent on blucher boots to 544 per cent 
on arctics and cashmerettes. 
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SALESMAN-IN-A-SHOE 








UNITED 





The cash register rings up a sure sale when there’s a 
stock of shoes made with “Texon” insoles or sock linings 
on hand, For customers are pleased and keep coming in 
with repeat orders! ““Texon” products, made by Du Pont, 
are special elastic-bonded fiber materials with many char- 
acteristics of true leather. 

“TEXON” FOR INSOLES is non-piping (non-wrinkling) - 
resists moisture, scuffing and abrasion. 

#439 is flexible and cushiony « dies out cleanly « holds 
stitches well. #142 (for Stitch-downs) is tough, firm and 
solid ¢ cuts and trims clean « gives good thread-lasting. 
“TEXON” FOR SOCK LININGS (#401) is tough and stronz 
¢ looks like leather « resists scuffing and abrasion. 

“Texon”* plus United technical sales service is helping to 
solve shoemaking problems! 


Distributed by 


°To the extent of available production 


SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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CASUALS 








MEN'S LOAFER TYPE 
CASUALS 


#6592 


$9.45 Pr. 
any sizes 6 to 12 


immediate delivery 


* Stroller grain leather uppers 
* Single leather outersoles 
* Grain leather innersoles 

Tan rubber heels 


THE 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 











THEYHAD \\ 
TOBEGOOD TOBE 
LEADERS FOR 


68 Years! { 




















Dates to Remember 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicago, Hotel Morrison, 
Chicago, Ill. February 25, 26, 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
March 17, 18, 


St. Louis Fall Openings, * Louis Shoe 
Manufacturers’ Associati 
March 30-April 4, 


Advance Fall Openings, Guild of Better 
Shoe Manufacturers, New York City. 
Week of April |, 


Boston Shoe Market Week, New England 
Shoe and Leather Association, Boston, 
Mass. April 8-12, 


Advance Showing, Fall and Winter 
Styles, Boston Shoe Travelers’ Asso- 
ciation, Parker House, Boston, Mass. 

April 8-12, 


Shoe Show, Northwestern National Shoe 
Travelers’ Associaiton, St. Paul Hotel, 
St. Paul, Minn. April 27, 28, 29, 30, 1946 


Spring Show, Central States Shoe Trav- 
elers' Association, Muehlebach and 
Phillips Hotels, Kansas City, Mo. 

April 28, 29, 30, 


Shoe Manufacturers’ Fall Opening Hotel 
New Yorker, New York City. 
April 28-May 2, 


Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus and Baker 
Hotels, Dallas, Texas. May 6, 7, 8, 9, 

24th Annual Sales Convention, Indiana 
Shoe Travelers’ Association, Shrine 
Temple, Indianapolis, Ind. May !2, 13, 

lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. | May 18, 19, 20, 21, 

Foot Health Week. May 18-25, 


Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. May 19, 20, 21, 1946 
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Ohio Leather Re-elects 
Officers 


GrrarD, O.—Shareholders re-elected 
all directors, and directors renamed all 
officers, at the recent annual meeeting 
of the Ohio Leather Co., here. Officers 
are: F. H. Becker, president; R. H. 
Ewe, vice-president in charge of oper- 
ations; P. H. Schaff, vice-president and 
treasurer; J. H. Hochadel, secretary 
and assistant treasurer; A. A. Snyder, 
assistant secretary; T. J. Dillon, audi- 
tor and assistant treasurer; D. W. 
Grainger, assistant auditor and cash- 
ier; and P. N. Knauff, assistant audi- 
tor. 

Directors are Mr. Becker, Mr. Ewe, 
Mr. Schaff, Lloyd Booth, W. H. Fos- 
ter, O. F. Gayton, Bertram Lustig, C. 
F. Smith, R. C. Steese, W. W. Thorn- 
ton, and Paul Wick. 

About 89 per cent of the company’s 
eight per cent preferred stock has been 
exchanged for the new $100 par value 
five per cent preferred, company share- 
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MEN'S SLIPPERS 
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MEN’S LEATHERETTE — 


—_ 


Men’s Brown, Sizes 6-8; 6-11 
Boys’ Brown, Sizes 2-5 
Women’s Black, — 4-9 

IN STOCK 36 prs. to case 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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SANDALS 





“OUTDOR-EES" 


Flexible California Process 


SMOOTH ELK LEATHER 





Piet 30 


10 én 
5 hicago 


F.0.8. 
T-STRAP SANDAL 


Leather Sole 
COLORS: All over White, Red, Beige— 
Beige = a.~. . ite with 
SIZES: <1 x — (half sizes) M width 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 


Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 

















holders have been informed. The issue 
was called Jan. 1. 

Holders of the seven per cent pre- 
ferred stock also are being offered the 


privilege of exchanging their stock for 
the new five per cent issue, which has 


a convertible feature. 
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Test Your Boot and Shoe L.Q.! 
Association Test 


With what familiar parts of a shoe do 
you associate the following? Fill in the 
blanks; score five points for each cor- 
rect answer. Is perfect, but H you 
“pit” 40 you're batting plenty O.K. 
25-40 is a pass, but less than 25 flunks 

ou. 

. . Te follow obediently: 

. Inarticulate: 

. To distort: 

To deceive (slang): 

To be exact: 

To tilt @ ship: 

. Jet of flame: 

. Kind of lace: 

A dash of spirits: 

. Scoundrel (slang): 
[ANSWERS ON PAGE. 132] 
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Krupp & Tuffly 
Plan Expansion 


Houston, TeEx.—Announcement of a 
30-year renewal lease on its present 
quarters, 901-3 Main Street, and a 
broad program of store and merchan- 
dising expansion has been made by A. 
F. Kuhleman, president and manager 
of Krupp and Tuffly, Inc., one of the 
oldest merchandising houses in Texas. 

The terms of the lease provide for 
its renewal on August 1, 1947, for three 
decades, and for the addition on thai 
date of all space in the present build- 
ing. At the same time the store will 
remodel its entire facade, and add many 
new facilities. 

This firm was founded December 27, 
1882, by John Krupp and L. J. Tuffly 
at 92 Main Street. There were a num- 
ber of other locations on Main Street 
until about a quarter of a century 
ago the company located at the South- 
east corner of Main and Prairie. 

In 1929, the new Krupp & Tuffly 
Building at the Southeast corner of 
Main and Walker was constructed and 
the firm moved into its present loca- 
tion. At that time Krupp & Tuffly took 
half the ground space, half the base- 
ment and the second and third floors. 
In 1942, the store leased the fourth 
floor. Under the 1947 lease, the store 
will acquire the remainder of the 
ground floor and basement, and will 
base expansion plans on this addi- 
tional space. 

Plans for the enlarged store include: 
a streamlined marquee exterior treat- 
ment with a set of Main Street show 
windows, practically all clear glass, 
giving a full view of the entire ground 
floor. 

On the first floor, a greatly enlarged 
men’s shoe and furnishings depart- 
ment; a large women’s accessory de- 
partment, featuring coordinated acces- 
sories, and a lingerie shop will be 
maintained. The second floor to be 
modernized and redecorated will in- 
clude in addition to women’s fine shoes, 
increased space for women’s. sports- 
wear. The third floor is to be devoted 
entirely to popular priced shoes for 
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54 BLEECKER STREET, NEW YORK 12, N. Y. 





women and teen-age girls. The chil- 
dren’s shoe department will be estab- 
lished in a large downstairs depart- 
ment which will be especially fitted for 
juvenile interest. An additional eleva- 
tor will be installed to serve the upper 
floors of the building. 

Krupp & Tuffly has had a long story 
of progress in the retail field and 
through the years has steadily im- 
proved its business until today it ranks 
as one of the outstanding stores of its 
type in the United States. 

The firm now has approximately 100 
employes. 


Boston QD Officer Promoted 


Boston, Mass.—Richard V. Vogel, 
Chief of the Contract Terminatioa 
Branch at the Boston Quartermaster 
Depot has been promoted to Lt. Colonel 
from Major, it was announced recently 
by Colonel Bernard J. Finan, Depot 
Commanding Officer. Colonel Vogel, 
whose home is on Park Place, Brooklyn, 
practised law in New York City before 
entering service in January, 1942. He 
has been Chief of Contract Termina- 
tions at the Boston Depot since October, 
1944, 
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CHILDREN'S SANDALS 
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CHILDREN’S LEATHER SANDALS 


Brown Non-Marking Rubber Sole 


COLORS: 
BROWN, RED, 
WHITE 


$4.47% 


No. 850 
SIZES: 5-12; 12-2 Regular Half Sizes 
Deli } March 


very: 
Terms: Net 10 days F.O.8., N. Y. 
36 pr. cases—Min. Order 18 prs. of color 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 
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SHOE INSERTS 





SUPERIOR 
FOOT APPLIANCES 


Dealers can now have Foot Ap- 
pliances with that "Custom 
Made": touch. 


for circular and price list. 





L 
West 7th Street, Los Angeles 14, Cal. 








WORK SHOES 





Men’s Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 














Buy Savings Bonds 
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All Types in Demand at Buffalo Show 


Officers and directors of Tri-State Shoe Travelers for 1946. Left to right, seated: 

Edward G. Krug, secretary-treasurer; Harry Levinson, president; Charles W. Reis, 

chairman of Board of Directors; Charles S$. Craney, vice-president. Standing: 

Charles J. Reichert, David Seigler, Mac Gluck, Al Levinson, Harold Davis, Joseph 

Shallant, Charles Stutz, John eee — Bendheim, Samuel C. Brickman and 
en Brown. 


BuFrFalo, N. Y.—The Tri-State Shoe 
Travelers’ shoe show, held Jan. 20 and 
21 in Hotel Statler, was the largest 
show ever held by the organization. The 
third floor of the hotel was filled to ca- 
pacity. Buyers were present not only 
from the Tri-State area, but from Vir- 
ginia, Kentucky, Maryland and Illinois, 
as well as from Toronto, Hamilton and 
Montreal, Canada. 

The showings were of Spring and 
Summer styles, but dealers were strong 
in their demands for many types of 
shoes, supplies of which were extremely 
limited. Play shoes still held first place 
in most buyers’ lists. Main colors were 
white, red and turftan. 

The demand was for leather shoes. 
Exhibitors showed men’s, women’s and 
children’s shoes in dress styles as well 
as sports types in leather. Some gabar- 
dines were shown in women’s high 
styles with nailhead trim. Even the 
casual types were shown with plain and 
colored nailhead trims. 

Salesmen are hoping for Spring de- 
liveries on all goods ordered. They were 
able to show new lines and much of the 
more widely advertised merchandise 
which was unavailable during the war. 

Among the exhibits were both dress 
and work shoes for men’s, boys’ and 
youths’ footwear, women’s corrective 
types, also high styles, and infants’ and 
children’s shoes. Velvet gaiters were 
shown as well as high zipper types and 
stadium boots. There were misses’ and 
children’s one-snap gaiters, the latter 
very popular with mothers who can fit 
these gaiters over children’s snow suits. 

For the first time, also, stockings 
were exhibited at a Buffalo shoe show. 
One nylon exhibitor was present. The 
findings organizations were also in evi- 
dence. They showed new style buckles 
and other trims for ladies’ shoes and 
shoe polishes. 


There were plenty of felt slippers 
and shearlings shown. . 

Men’s shoes showed mostly browns 
with leading styles loafers and camp 
moccasins. 

At a meeting held Saturday evening 
the following officers were elected for 
1946 for Tri-State Travelers: Harry 
Levinson, president; Charles Craney, 
vice-president; Edward Krug, secretary 
and treasurer; Al Levinson, recording 
secretary, and David Seigler, sergeant- 
at-arms. The Board of Directors in- 
clude Charles W. Reis, chairman; John 
O’Kelly, Mac Gluck, Joseph Shallant, 
Charles J. Reichert, Harold Davis, Ed- 
ward Bendheim, Robert Leighton, Ben- 
jamin Brown, Edward L. Tweedy and 
Charles Stutz. 


U. S. Leather Issues 
Annual Statement 


New YorK—The annual statement of 
The United States Leather Company 
to its stockholders reports net sales 
for the year ended October 31, 1945, 
as $20,601,464.54. The operating profit 
for the year was $1,605,662.44. Capital 
stock includes 249,743 Class “A” shares 
valued at $12.46 per share, and 398,010 
issued Common shares valued at $3.92 
per share. 

The letter to stockholders, written by 
Henry M. McAdoo, president of the 
firm, asserts that the supply of leather 
to domestic tanners has been affected 
by substantially large exports and by 
the necessity of accepting less desirable 
hides which, coupled with increased tau- 
ning costs, are reflected in diminished 
returns. Alarmed at the number of 
hides damaged in the take-off, the com- 
pany has included in the annual report 
photographs of hides bearing knife 
cuts inflicted through carelessness in 
removing the hide from the carcass. 
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Specialized Fitting in Shoes 
Newark, N. J.—In.their children’s department, Bam- 

berger’s have gone in for specialized shoe fitting. They 
have taken on a consultant on lasts, a policy which so far 
only a few stores in the country have adopted. Morris 
Lavigne, well known among people in the trade in this 
vicinity, is more than a fitter. 

Bamberger’s believes that only a few people know how 
to fit a child’s shoe. The job of measuring the foot and 
bringing out the right sized shoe is given to the sales- 
person; then Mr. Lavigne is called in to check on the job 
and see that the lasts are correct for the young feet. 

Bamberger’s keeps a record of every sale made in this 
department, which protects both the store and the cus- 
tomer and simplifies the matter in the event of future sale 
to the same customer. They keep on file a list of between 
eleven thousand and fifteen thousand active registered cus- 
tomers. On each card the date of purchase is recorded, the 
authorization of the sale, the size of the shoe purchased, 
the style and the price. If toe pads or heel pads were 
added there is a notation to this effect. These records are 
kept for two years, then put in a dead file, but not de- 
stroyed. When a woman calls at the children’s department 
and says she wants the same style and size shoe that she 
purchased a year or two ago, the salesgirl is able to deter- 
mine what is wanted. 

This system, and the addition of Mr. Lavigne, helps 
establish a personal contact with the customer and also 
adds to the prestige of the department. 

Previous to his present job, Mr. Lavigne was a regis- 
tered fitter at Bamberger’s for eight years. Later he went 
into business for himself. He has had specialized training 
along orthopedic lines. He gave up his business to go into 
the service and now, since his discharge, has returned to 
Bamberger’s to fill the new position. When doctors order 
a certain type shoe or alteration to be made, Mr. Lavigne 
complies with their instructions. 


“I Check on All Employees” 


SAID a Colorado shoe man, “Early in the war I was so 
glad to get help that I didn’t check up on each job ap- 
plicant.” A few experiences cured me. One man was a 
chronic thief. I didn’t know it until he had stolen $200. An- 
other looked perfectly healthy—I didn’t dream he was an 
epileptic until he had a seizure while waiting on a cus- 
tomer. Another was a troublemaker. Through him I lost 
two good long-time employees. 

“Since then, I demand references, and I cross-examine 
those references. Sometimes this procedure uncovers faults 
that make a man objectionable; more often it uncovers 
little quirks of character that I can capitalize to our mutual 
advantage. 

“I check up, too, on the new employees’ performance. 
How good is his arithmetic? It is often necessary to re- 
quire an employee to discontinue mental computation in 
favor of written. How good is his memory for price in- 
formation? What are the habits of the new employee at 
the cash register? Does he ever leave the drawer open? 
Does he, in a press of activity, bunch sales, to be rung up 
together later? 

“Does the new employee ‘get rid of’ customers with the 
least possible exertion of energy and time? Is he curt, dis- 
interested, with a ‘can’t be bothered’ air when a customer 
asks a question? 

“Experience is not proof that a man may be satisfactory 
in all particulars of his job. He may have bad habits, ac- 
quired during the period when almost anything went in 
@ retail store.” 
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CHILD'S SLIPPERS 
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Made in California 


of 


MISSES’ 
AND 
CHILDREN’S 


JANSEN SHOE CO. 
acturers 
7408 MELROSE 





HOLLYWOOD 46, CALIFORNIA 





HUARACHES 


PLAY SANDAL 
¥ ERE For 


Immediate 
Delivery 


B-481 Misses’ Ali White 

B-487 Misses’ Beige 

B-490 Women's Black & White ........ 
B-491 Women's Ail White $ 


FULL LEATHER SOLES” 
Misses’ Sizes (2 
Women’s Sizes 4 to 9 


P.H. VOLK & CO., INC. 


Lombard St., Baltimore 1, Md. 
VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Pa. 


TOES TO HEELS 
te 3 











Buy Savings Bonds 
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Obituaries 


William B. Milius 


St. Louis, Mo.—William B. Milius, 
55, sales manager of the Smart-Aire 


WILLIAM B. MILIUS 


division of the Milius Shoe Company, 
died late last month at a local hospital 
after a heart attack suffered at his 
residence. 

He was born in Memphis, Tenn., 
and began his career with the company 
in 1927 as a sales representative in 
New York. His first cousin, Wiiliam 
S. Milius, is president of Milius Shoe 
Company, and his late father, Alex 
Milius, was a leather trade representa- 
tive here for many years. 

Surviving are his widow, Mrs. Lillian 
Freund Milius, and two sons, William 
B., Jr., and Captain Warren Millus. 


Capt: Cameron M. Hart 


ELmira, N. Y.—Capt. Cameron M. 
Hart, 25, one of Elmira’s flying heroes 
of the war, was killed accidentally in 
an Army plane crash at Craig Field, 
Selma, Ala., the War Department has 
notified his parents, Mr. and Mrs. 
Joseph F. Hart. Mr. Hart is shoe buyer 
for The Gorton Coy, a director of the 
N. Y. State Shoe Retailers’ Association, 
and widely known among shoe men. 

Captain Hart returned to Craig Field 
last May after completing 69 missions 
over Europe as an Eighth Air Force 
pilot; upon his return to this country 
he was assigned to Selma as flying 
safety officer. 

During his overseas missions, Cap- 
tain Hart destroyed six Nazi planes, 
probably bagged another and damaged 
two more. He participated in numerous 
attacks on enemy positions. For his 
heroic service, he was awarded the Air 
Medal with i2 clusters, Distinguished 
Flying Cross and Presidential Unit 
citation. 

Mrs. Hart, who was the former Miss 
Helen Frisk of Westfield, N. J., had 


been residing with her husband at: 


Selma. 
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WESTERN BOOTS 


GENUINE GOODYEAR WELTS 


$695 
* SOLID COLOR 
© ALL BLACK or 
* ALL BROWN 


Solid Leather Soles 
Fancy Stitching 








ARNOFF SHOE CO.,INC., 101 Duane $¢.,.N.Y.C 


John M. Doerflinger 
GREENSBURG, IND.—Funeral services 
were held for John M. Doerflinger, 
owner of a shoe repair business here 
for many years. He died at Memorial 
Hospital after a brief illness. After 
21 years with the Krippendorf-Dittman 
Shoe Company, Cincinnati, Ohio, where 
he was born, Mr. Doerflinger came to 
this city and installed the first machiue 
operated shoe rebuilding business. 


Francis X. Conrath 


Terre Haute, INp.—Francis Xavier 
Conrath, aged 79, leading business man 
here for many years, died recently at 
St. Anthony’s Hospital of a heart 
attack. 

Mr. Conrath owned and operated the 
Conrath shoe store, retiring from ac- 
tive business about ten years ago. He 
was a charter member of the Knights 
of Columbus and had been active in th> 
council since its organization. He was 
a member of St. Benedict’s church. 

Mr. Conrath was born in Vincennes, 
Ind., and received his early education at 
the old Cathedral School for Boys in 
Vincennes. In his early youth he came 
to Terre Haute with his parents. When 
a young man he entered the shoe busi- 
ness and prospered. 


Abe Lewis = 


CINCINNATI, O.—Funeral services 
for Abe Lewis, 71, who for 40 years 
operated a shoe store here, bearing his 
name prior to his retirement in 1941, 
were held recently. Burial was in 
Schachnus Cemetery, Price Hill. He 
died in Miami Beach, Fla. He came 
to live in Cincinnati 60 years ago. 
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GIVEAWAYS! 


THE SHOE RETAILER'S 


SURE- 


FIRE 


GOODWILL 
BUILDER 


Write for our 
newest? illus- 
trated catalog 
of souvenirs and 
advertising nov- 


elties for boys 


and girls. 


ASK FOR CATALOG 25A 


No. 100 


Novelty Penedl Sox 


No. | in the parade of kids’ favorites —an intrig- 
uing new pencil-box. Jumbo-sized—12” long, 
pencil-shaped, and containing a penholder, pencil 
and 6” ruler. Assorted colors. 


Price, with your ad — 9¢ each 


Minimum order, 360 
ORDER NOW FOR DELIVERIES TO AUGUST 


THE Lederer INDUSTRIES, Inc. 39-45 WEST 19th STREET « NEW YORK 11, N.Y. 


SUPPLYING ADVERTISING 


NOVECTI€ES SBtnce 


1902 





10 New International Plants 


In Production Soon 


St. Louis, Mo.—Details of a plant 
construction program which is expected 
to raise its capacity from 250,000 to 
300,000 pairs of shoes daily has been 
announced by the International Shoe 
Company. Ten new factories are to be 
put in production by mid-Summer, of 
which nine are to make juvenile shoes. 
This does not include as yet unan- 
nounced expansions of existing plants. 

Virtually all the new plants will man- 
facture juvenile footwear, replacing, 
for the most part, other plants which 
have or will be diverted to the manv- 
facture of women’s or growing girls’ 
shoes of cement construction. 

The expansion, which raises to 52 the 
total of International’s shoe factories, 
represents a resumption of a juvenile 
shoe promotion started in 1940 but in- 
terrupted by the war. Company officials 
feel that this five-year curtailment, 
augmented by an increasing birth rate, 
has created an unprecedented market 
for juvenile footwear. That other manu- 
facturers are aiming at the same po- 
tential is indicated by the Federal Re- 
serve Bank’s report that stocks of 
juvenile shoes currrently are showing 
a substantial increase. 

International’s program includes: At 
Dexter, Mo., a juvenile stitchdown 
plant began operations six months ago 
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for the eventual production of 3600 
pairs daily. At El Dorado, Mo., a felt 
slipper plant which started in Novem- 
ber and which is to soon reach a capac- 
ity of 4000 pairs daily. At Conway 
and Russellville, Ark., juvenile shoe 
factories to turn out 6000 pairs daily 
apiece. At Searcy and Patesville, Ark., 
two factories to produce 7000 pairs of 
stitchdown juvenile shoes a day. At 
West Plains, Mo., 7000 pairs of juve- 
nile stitchdowns, and at Hamilton, Mo., 
4800 pairs of stitchdowns. At Hop- 
kinsville, Ky., a plant.to turn out 4500 
pairs of growing girls’ and children’s 
welt shoes daily. At St. Genevieve, Mo., 
a sole leather cutting plant to supple- 
ment the St. Louis cutting plant. A 
third cutting operation 1s in Manches- 
ter, N. H., supplying International's 
Eastern factories. 

The new constructions will be almost 
entirely one-story buildings, since the 
company has found that layout more 
economical than the old multiple-story 
structure. 

Reflecting its confidence in the future 
of the shoe industry, the company as- 
serts that demand for snoes is in ex- 
cess of the industry’s productive ability, 
but adds: 

“A steady rise in the production of 
civilian shoes during 1946 should bring 
the present shoe shortage to an end 
and increase the supply of shoes to the 
point where competition can be de- 


pended upon to control prices—thus 
ending the need for government con- 
trol.” 

International showed a net profit of 
$1.66 per share in 1945 as compared 
with $1.78 per share in 1944. 


Purchases Clothing Store 


LAWRENCE, KaNns.—The Carl Cloth- 
ing store, which has been operated by 
Owen and C. C. Carl, brothers, as a 
partnership for 27 years, was sold re- 
cently to Clarence P. Houk. Mr. Houk, 
who had been a clerk in this store for 
the past 10 years, also had previous ex- 
rerience in retailing men’s clothing in 
Kansas City and Emporia. 

The Carl brothers said that they 
would continue in the business with the 
new owner for an indefinite period. 


Bon Marche Open 


New Salon 


SACRAMENTO, CALIF. — The Bon 
Marche has opened a new shoe salon 
under the management of M. F. Haley. 

The manager of the new department 
comes from San Francisco where he 
has been associated with Sommer & 
Kaufman for the past eight years. Pre- 
vious to that he was with Bullock’s of 
Los Angeles, the F. & R. Lazarus Com- 
pany of Columbus, and the Kaufman 
Department Store of Pittsburgh, Pa. 
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DISPLAY SHOE FORMS 
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PLASTIC (Lustte) DISPLAY SHOE STANDS, 
8 or women’ o—attractive. 
or details 


Write for samples 


LYONS & COMPANY 
120 Duane Street, New York 7, N.Y. 





QUALITY SHOE STORE SUPPLIES SINCE 1900 





SANDALS 
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LEISURE SANDALS 


Cowhide Leather 
Soles 


Children's Sizes 5-11 
Misses’ Sizes {2-3 

Ladies’ Sizes 4-9 1.55 
RED, BEIGE—One Size Range to case. 
Immediate Deliv 


CONJOR SHOE COMPANY 


$1.35 
1.45 





287 Broadway New York 7, N. Y. 





CHILD'S SLIPPERS 








BUY AMERICAN 
OHILDRENS ALL LEATHER SLIPPERS 
Leather Uppers—Filexible Hard Leather Soles 

Plaid Linings—At Once Delivery 
Full Sizes 6 to 3 Style 465 
Brown or Blue—Net 10 Days 

$1.45 per pair 























About Shoe People 


Dave Lewis, operator of shoe stores 
in Elmira and Binghamton, N. Y., has 
returned to his home after spending 
two months in St. Joseph’s Hospital, 
Elmira. 

* * >. 

“August F.. Block, owner of Block’s 
Shoe Store of Owatonna, Minn., for 
the past twelve years, has taken his 
brother, Edward C. Block, in as @ part- 
ner. The firm will operate as a part- 
nership under the name, Block’s Shoe 
Store. 

*> * * 

Harry L. Shapack has announced 
the return of his brother and business 
partner, Ist Lieutenant Allan M. Sha- 
pack, to Shapack Sons Company. Lt. 


ALLAN M. SHAPACK 


Shapack is now on terminal leave 
after five years in the armed: forces, 
twenty-six months of which were spent 
in the Pacific theater. He served as 
leader of a machine gun platoon with 
the famous American Infantry Division, 
and was awarded the Bronze Star 
Medal for heroism in combat. 

Shapack Sons Company operates 
three shoe departments in New Jersey 
and Pennsylvania. With the return of 
Lt. Shapack the firm expects to open 
three more women’s and children’s de- 
partments. 

* s+ s 

Joseph Kersler, manager of Jack 
Jacobs Paris Footwear, Buffalo, N. Y., 
is back selling shoes. He is one of the 
men who served in 1918 and again in 
1944, making him a veteran of both 
World Wars. 

ys ee 

Lyle Halstead, who recently returned 
after almost four years’ service in the 
Navy, is the new manager of the 
Lynch Shoe Store, Frankford, Kan., 
according to reports. Before going into 
the service, Mr. Halstead was as- 
sociated in business with his brother- 
in-law, D. W. Lynch, in this same store 
for several years and is well known in 
Frankfort business circles. 


Recently discharged from the Navy 
after three and a half years’ service, 
Kenneth Galambie has arrived in Spo- 
kane, Wash., to take over manage- 
ment of Block’s Shoe Store. He will 
succeed Jack Schwartz. 


* s * 


Fred Hirsh is now buyer for the 
basement shoe department of the 
Frank & Seder Philadelphia store, tak- 
ing the place of Nathan Weiner, former 
buyer. 

. 7 > 

Willard Savage, who has been as- 
sociated for 18 years with the Shoe and 
Leather Mercantile Agency, has joined 
the staff of the Feakes Mercantile 
Agency of 212 Essex St., Boston. The 
Feakes agency publishes rating books 
exclusively for the leather and allied 
trades, prepares financial statements 
and handles collections. 

> 7 7 


Fred and Henry Wildau have pur- 
chased the interests of A. C. Winkel- 
man in two shoe stores of C. R. Faflik, 
Inc., Cleveland, Ohio. Fred Wildau, re- 
cently discharged from the Army, will 
be in charge of the Lorain Avenue 
store, and Henry Wildau will manage 
the Pearl Road store. 


Bernard Frieman is now the owner 
of the Boston Shoe Store, Laurens 
Street, Baltimore, after ten years of 
affiliation with A. Wiener, operating 
retail stores throughout the South. 

+ . . 


J. J. Gravitt, formerly manager of 
Paul’s Shoe Store in Oklahoma City, 
bas returned to that position after 21 
months in the Navy. While he was 
away, Lou Calabretta temporarily 
filled that position, but has now re- 
turned to the Dallas store. 


Melvin Mickevicz, a former em- 
ployee of the W. L. Douglas Shoe Co., 
Brockton, Mass., returned to the plant 
one day recently as head of a group 
of M. I. T. students studying produc- 
tion problems. The inspection included 
a study of production methods, han- 
dling materials, storing and shipping. 
Mr. Mickevicz was interested in visit- 
ing the printing department, where he 
formerly worked and helped in pub- 
lication of SPARK, employee maga- 
zine published each month by the 
Douglas company. 


The appointment of N. H. Liner as 
manager of the Columbia, S. C., store 
of Jacqueline Slipper Shop has been 
announced. Mr. Liner has been con- 
nected with the organization since last 
May. Previously he was with Butler 
and Pollock’s Shoes, Inc., in Charlotte 
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CHILDREN’S ALL 
LEATHER SLIPPERS 


All Leather Uppers Style Ne. 301 
Colors: Brown, Bive, Goodyear Stitch 

Red, Green 
Flexible Hard Leather Soles 
Fine Grain Leather 
Plaid Linings 
Regular Half Sizes 

In Stock 

At Once Delivery 


infants’ Sizes 5-8 
Children’s Sizes 8%-12 
Misses’ Sizes 12%-3 


See Us at Your Regional Show 
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Here are proved sales producers. This attractively finished frosted oak 
Shoe Group No. 169 consists of . . . 
2 No. 92-486 12” stands 
2 No. 92-486 18” stands 
2 No. 92-486 24” stands 


1 No. 1530 9” table 

1 No. 1531 16” table 

1 No. 1532 20” table 
(Furnished with 10” round glass ) 


Write today for the New Darling Catalog 175 of the latest in Com- 
position, Papier-Mache and Wood Displays. 


L.A. DARLING COMPANY + BRONSON, MICH. 


NEW YORK DISPLAY ROOMS — 47 WEST 34th STREET 


DARLING 


The Name To Think Of First In Display 





and Columbia, then manager of Boyd’s 
Shoe Store for four and one-half years. 

He succeeds Morris Toppe, who has 
been transferred to Toledo, Ohio, with 
Jacqueline shoes. 


* * * 


In spite of several offers from other 
concerns, C. Stacy Hoffmeyer has re- 
turned to work with Henry Averill 
Shoe Co., Columbia, S. C. In his two 
years of service aboard the aircraft 
carrier USS Hornet, he won ten battle 
stars. He earned the ribbons of the 
Atlantic, Asiatic-Pacific-Philippine lib- 
eration, and the victory medal. His 
ship participated in numerous Pacific 
invasions. But RM 2nd class Hoff- 
meyer is glad to get back to some- 
thing he knows and likes—shoes! 


J. W. Noble, Jr., has taken over the 
management of the O. & Y. Bootery, 
Decatur, Ga., and will operate the com- 
pany in the future as The Bootery. 
He has had 22 years’ experience in 
the shoe business, having managed 
shoe departments in both Florida and 
Georgia. He plans to give Decatur an 
up-to-date shoe store with every mod- 
ern convenience and equipment. 


Herbert N. Lape, Sr., chairman of 
the board of the Julian & Kokenge Co., 
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Columbus, 0O., is chairman of the 
Columbus Boychoir School Building 
Fund Campaign, which has already 
raised $100,000 in contributions for a 
new school building. 


Miss Alice Richardson, fashion co- 
ordinator for Shoes Associated, visited 
the Nordstrom store in Seattle recently. 
She was honor guest at a luncheon 
sponsored by the store at the Rainier 
Club for twenty-two executives of the 
store. 

> « > 

One of Seattle’s old time shoe mer- 
chants, J. Frank Hoyt, is very ill in a 
local hospital. Mr. Hoyt, who celebrated 
his eighty-second birthday recently, has 
been associated with the Rhodes De- 
partment Store shoe departments. 

* . * 

J. Heilbrunn, of the firm of J. Heil- 
brunn & Son, Rochester, N. Y., and his 
wife have flown to Mexico for a short 
vacation. As a result of this, it fell 
on David Starsky to put on the Heil- 
brunn exhibit at the recent shoe show 
held by the Tri-State Shoe Travelers. 

. > * 

James A. Griffith, formerly buyer 
and manager for Erlebacher’s, Wash- 
ington, D. C., and Sax Kay, Detroit, 
Mich., will join Harry Perkins, Seattle, 
Wash., as manager and buyer. The 
purpose of this association is to im- 


prove service, from the standpoint of 
shoe selection and efficiency of the 
Harry Perkins style shoe business. 
Byron Wise who has been with Harry 
Perkins for twenty years, resigned his 
position as manager recently. 

7 * * 

John J. Daly, president of Spencer 
Shoe Corp. and the Regal Shoe Co., 
Whitman, Mass., has been admitted to 
the Sovereign Military Knights of 
Malta, a high honor conferred by Pope 
Pius. 

Mr. Daly is well known in the shoe 
industry, having been associated in the 
business of Wall, Doyle & Daly of 
Brockton for eight years. After leav- 
ing Brockton he was appointed to an 
executive post with Beckwith Box Toe 
Co., Boston and Dover, N. H. Later he 
bought all interest in the Daly 
Brothers factories located in New 
Hampshire, Maine and Virginia, which 
remain in operation under his direction. 
He later became associated with the 
Spencer shoe chain and three months 
ago became interested in Regal Shoe 
Co., of which he is now head. 

. > . 

M. O. Michelson, manager of the 
Hollywood, Calif., Florsheim Shoe 
Store, was awarded a medal by the 
local Kiwanis Club in token of the 
time he devoted to his “outside” job 
and his fine work with the Hollywood 
Selective Service Draft Board. 
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Interior of the Masters Shoe Store in Rockford, Ill. Notice the length of the store 





No. 450... Sturdy Walker of 
fine white elk, stitched down 


chrome oak sole. 
No. 451... Same, tan elk. D 
width only. Sizes 514 to 8... 


Dozen, $21.00 
411 N. Tenth St. « St. Louis 1, Mo. 
Terms: 5%, 10 days, 30 days net. 
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Men's Casuals 


California Process 
Smooth no mark sole finished like leather 


40 
39 Pair 
10 days net 
F.O.B. Chicago 
Fabric upper—platform, 2 tone ~. 


COLORS: Rust & 
Brown—Wheat Ag Brown—Yellow aR 


Brown. 

SIZES: 6 to II. 
36-pr. or 18-pr. Lot 
Immediate Delivery 


IRVING LAMET SHOE CO. 


329 W. Monroe St., Chicago 6, Ill. 
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room. 


RockForD, ILL.—Extending the depth 
of a city block, 165 feet, and 22 feet in 
width, the Masters Shoe Co. store here 


| is one of the largest family shoe stores 
| in the state of Illinois. 


The store extends from South Main 


| Street to South Wyman Street, with 
| display windows and separate entrances 


on each street. The main salesroom is 
95 feet deep and has stock space for 
4800 pairs of women’s shoes at the right 
of the entrance, and 2100 pairs of 
men’s shoes on the opposite side. 

In the rear of the store, facing the 
Wyman Street entrance, is a separate 
room in which is located the children’s 
department, apart from the adult sec- 
tion. Plans are under way to give a 
fairyland appearance to this depart- 
ment to delight the little folks. The 
section devoted to house slippers for all 
the family is also in this room. 

The walls of the main salesroom are 
canary yellow and the ceiling is in 
white sand-blasted finish. Recessed 
shelving is of mahogany and stock 
boxes are in brown. Fluorescent lights 
provide illumination. Many styles of 
shoes are displayed above the stock 
boxes, both on the women’s and men’s 
sides of the- rom. Inlaid linoleum in 
mottled black and red covers the floor. 

Ralph K. Masters, president of the 
Masters Shoe Co., literally “grew up in 
the shoe business.” He first started 
working in a shoe store when he was 
13 years old. J. Paul Masters, secretary 
and treasurer, learned the shoe busi- 
ness from his brother in 1917. The 
store caters to the conservative, rather 
than the novelty, trade. The first Rock- 
ford store was opened in 1921. Two 
years later it moved to 221 South Main 
Street, and in 1929 it opened in its 
present location. Two branch stores are 
affiliated with the Masters Shoe Co., 
one in Aurora, IIl., opened in 1924, and 
one in Waukegan, IIl., opened in 1927. 


Offices are in the balcony overlooking the sales floor. 


For nine years, before embarking in 
a business of his own, Ralph K. Mas- 
ters had charge of the children’s shoe 
department at Marott’s in Indianapolis, 
one of the largest in the country. The 
love of children has remained with him 
and he has been particularly partial to 
the youngsters’ trade in his own store. 
Throughout the years, he has endeav- 
ored always to have some kind of sou- 
venirs to delight the kiddies. 

The Mastérs Shoe Co. are convinced 
that the profit-sharing plan is the fair- 
est method of compensating salespeople. 
In the branch stores, as well as the 
parent store, this method is in effect. 
The manager and all employees have a 
drawing account, plus a division of the 
net earnings. The managers of the 
branch stores receive a weekly bulletin 
giving the comparative sales of the 
home store and branches for the current 
and preceding week. A perpetual in- 
ventory is maintained by cost and sell- 
ing price and it is possible at all times 
to know the exact standing of all stores. 
Sales are deducted and purchases added 
to the stock records each day. The 
weekly bulletin also covers late tips on 
merchandise, information on govern- 
ment controls, advertising and window 
suggestions. 


Store Changes Name 


MARTINSBURG, W. VA.—The name of 
the Fiery Shoe Store, familiar to con- 
sumers here since 1891, has been re- 
placed by William A. Johnson & Son, 
according to an announcement by the 
senior Johnson who has been associat- 
ed with the organization for 42 years. 
The store has had three locations since 
its founding. Mr. Johnson has been 
with the business since 1904 and the 
owner since 1927. His son, W. Home’ 
Johnson, will be the junior member of 
the firm. 
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Park-Brannock to Erect Five-Story Store 


Syracuse, N. Y.—Park-Brannock Company, large re- 
tail shoe and accessory store, is moving from its South 


Salina Street location and is to build a modern five-story | 
building because the site has been acquired for a depart- | 


ment store, 


Charles F. Brannock, secretary-treasurer of Park-Bran- | 
nock Co., announced that the firm is to erect its new home | 
on a site which had already been purchased at 437-75 South | 
Salina Street. The company has signed a lease for 10,000 | 
square feet of floor space on the ground floor of the Chimes | 


Building, South Salina and West Onondaga Street, which 


it will occupy as temporary quarters until the new Park- | 


Brannock building is ready for occupancy. 
The property comprising the site. was acquired a year ago 


by the University of Rochester. A five-story, $2,000,000 | 


W. T. Grant Store is to be erected under a long-term land 


lease given to the W. T. Grant Realty Corporation by the | 


university. 


Molster to Assist Price Division Director | 


Wasuincton—William A. Molster, former director of 
OPA’S Miscellaneous Products Rationing Division, has 
been appointed special assistant to the Director of the 
OPA Consumer Goods Price Division. 

Mr. Molster joined OPA in April, 1942, as head of Field 
Relations for the Miscellaneous Products Rationing Di- 
vision. In June, 1944, he was appointed director of that 
Division with supervision over shoe and rubber footwear 
rationing and was also responsible for the development of 
a possible plan for rationing clothing, which was never 
put into operation. 


Harriet Couplin Leaving Shoe Firm 


Sr. Louts—After eight years in the advertising and mer- | 


chandising promotion of Rhythm Step shoes, Harriet T. 
Couplin has resigned as advertising director of Johnson, 
Stephens & Shinkle Shoe Company. She was one of the 
few women in the shoe industry to hold a major executive 
position. ‘ 

Miss Couplin is known in the industry for her merchan- 
dising and advertising counsel to retailers. In recognition 
of her publicity work, in June 1944, she was selected as 
one of the five advertising women in America that year to 
win a Josephine Snapp award given by the Chicago 
Women’s Advertising Club for outstanding advertising 
achievement. 

No successor has as yet been appointed for the rosition 
left open by Miss Couplin’s resignation, which is effective 
March Ist. Miss Couplin has not announced her plans, but 
she expects to return, after a rest, to the shoe business with 
a new merchandising and promotion plan. 


Institute Remodeling Program 


Spokane, Wasu.—John Childers, owner and manager of 
Hill’s Shoe Store, here, has announced a remodeling pro- 
gram which will double the floor space of this long estab- 
lished store. 

“The interior and front entrance of the store will be 
modernized and additional facilities will be added,” Mr. 
Childers said. “A large accessory department will be one 
of the store’s new features. 

Preliminary remodeling to cost about $10,000 is expected 
to be completed by March 1. 
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Sales Help For 


/FOOTLETS’ 


Dealers 
e 


Now’s the time to set your sights for 
your best year with Footlets. Contact a 
sales office, arrange to see the great new 
Footlets Portfolio, learn why Footlets 
have become “staple items of fashion 
merchandise,” learn how you can capital- 
ize on them. And above all, be sure to 
get your order on the books soon for 
prompt delivery. 


With your order we'll be glad to send 
you our Free “Sorry” sign, endorsed by 
nealth authorities everywhere. It helps 
you conform to laws prohibiting the fit- 
ting of shoes on bare feet. It keeps good 
will. It builds sales. 

& 
J. W. LANDENBERGER & CO. 
Makers of RANDOLPH KNIT Socks & Anklets 


Castor & Kensington Aves., Phila. 24, Pa. 
Sales Offices: New York, Chicago, Boston, 
Son Francis 


co 
*Trade Mark 





why 


CHILDREN'S SANDALS 


CHILDREN’S LEATHER SANDALS 





$1.55, 


Net 10 days 
F.0.B. N.Y. 


Colors: Ri 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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NO 
; WASTE SPACE 
WITH THIS GENERAL DISPLAYER 


Sacrz'ah Sanctus tights 
ul Lucite uprig 
diameter. Total Lng, ~ hc! t ave width eS, 


en eee. P ‘ ce ya $2750 


HECHT FIXTURE CO. 


22 S. Franklin St. Chicago, Il. 

















Correction 

In Murray Olsher’s article on Shoe 
Grooming in the January 15 issue, Boot 
AND SHOE ReEcoRDER stated that the 
shoe store on 125th Street and 8th 
Avenue, New York, was a Madison- 
Florsheim Store. Correctly stated, it 
is a Madison Shoe Store, featuring 
Florsheim shoes. 


New Products 


All-Plastic Boot Jack 


Boston, Mass.—Plastics have invad- 
ed the boot accessory field with the ap- 
pearance of a new all-plastic boot jack 
of which it is claimed that it will not 
erack, split or mar the boot. It has a 
positive grip at the jaw, prevents scuf- 
fing, and has non-slip treads at the top 
and bottom which have been recessed 
and cannot work loose. It has been 
molded in one piece and finished in a 
burl mahogany color with contrastingly 
colored vinyl jaw and treads. 

The Boot Company of America is 
the exclusive distributor to the trade 
with sales offices here. 


Invisible Rubber Worn 


Chicago, Ill.—An invisible toe rubber 
called Saubbers has been designed for 
women who wear ftoeless shoes. This 
new product is a small soft rubber toe 
molded in “stocking shade" colors, worn 
on the inside of the shoe. Made in three 
sizes, this new item seals the open toed 
shoe and prevents water and dirt from 
soiling both the stocking and shoe in- 
terior. 

These new rubber toes can be washed 
and together with their plastic carrying 
pouch, can be tucked Info the handbag. 





Sees Need for More 
Flexible Price Control 


CHIcAGO, ILL. — Before the monthly 
meeting on January 30 of the Greater 
Chicago Shoe Retailers, Joe Meek of 
the Illinois Federation of Retail Asso- 
ciations gave a stirring talk on the 
problems confronting the retail mer- 
chant today. He stated that in his 
opinion the reconversion program ‘s 
at a crisis since production of civilian 
goods has not developed as quickly and 
effectively as had been anticipated. He 
pointed out that during the war the 
white heat of patriotism had welded 
all people together, had made them 
ignore pettiness and selfishness in the 
drive to get necessary jobs done. Now, 
however, he said, that national need 
is not so pressing and as a result the 


human failings of man—greed, self- 
seeking, jealousies, personal and group 
—are again apparent. 

The philosophy which today domi- 
nates the OPA he said consists of: 
(1) to increase wages from 10 per cent 
to 40 per cent. (2) by this means to 
accelerate purchasing power (3) to 
lower taxes on the lower-income groups 
(4) to keep prices at the 1941 level. 

Admittedly price control was neces- 
sary during the war. The principle 
is still sound today, but certain adjust- 
ments should be made that are neces- 
sary to arrive at a fair working basis 
for business. If costs to the manu- 
facturer can be reflected in the prices 
that the manufacturer can ask, by the 
same token the retailer should be al- 
lowed an increased price. Without con- 
trol of any kind, it is unquestioned that 
prices would sky-rocket and a serious 
inflation would set in. But, Mr. Meek 
pointed out, a fair basis could be ar- 
rived at if the retailer would be al- 
lowed to use his 1941 mark-on. Thus 
while prices would be somewhat high- 
er, since the manufacturer’s cost is 
higher, it would make for a stabiliza- 
tion in that every person from pro- 
ducer to consumer would assume some 
share in the added cost of the product. 

No sensible retailer wants inflation, 
Mr. Meek pointed out. The customer 
wants goods at a fair price, rather 
than no goods at all. Up until this 
time rigid price control has retardei 
production and the result has been this 
long lag in reconversion. In a land 
of free economy, competition brings 
prices to a level in very short order. 
There is a large back-log of demand 
for all kinds of durable goods as well 
as for soft goods. The returned ser- 
viceman has money to spend. War 
workers have savings for household and 
personal things which they need. If 
price adjustments could be made by the 
OPA whereby the retailer could get a 
fair—not an exorbitant—profit, produc- 
tion would quickly get moving and the 
pent-up demands of the consumer could 
be met. 


Fred Horton President 
Of Milwaukee Retailers 


MILWAUKEE.—At a regular meeting 
of the Milwaukee Shoe Retailers Asso- 
ciation held recently, the following offi- 
cers and directors were elected: Presi- 
dent, Fred Horton; vice-president, Art 
Paulsen; secretary and treasurer, T. 
H. Kuecker; directors for three years, 
Claude Caspari, Stanley J. Sajdak, 
Floyd Tucker; directors for two years, 
Ed Hafemeister, Joseph Schumacher; 
directors for one year, John Geisinger, 
Charles Roussy, Ed Schneider. 

A committee was appointed to make 
plans for a very interesting meeting to 
be held early in March at the Red Ar- 
row Club. All Milwaukee shoe mer- 
chants are to be invited. Plans have 
been made for a good speaker, enter- 
tainment and refreshments. 


Boot and Shoe Recorder 





> 


—— UO CO eS SS FF MS 


For Your EASTER or ‘fame 


Black text on white board. Pink and yellow tulips 
above a green background base. 


SIZE OF 
DISPLAY CARD 
8" x 14" 
> 


MATCHING PRICE 
TICKETS 
Green-Yellow Colors 
Prices Black on White 
1%" x 2," 
6 dozen—$1.50 
12 dozen— 2.50 


CANADA: 
6 dozen—$1.70 
12 dozen— 2.80 


Any selection of 
prices desired. 


CARD HOLDERS 
natural finish 
$2.10 each 














DISPLAY CARDS: 75c¢ Each; 3 for $1.85 
Uist of Cente to ssles? Gem will Ge cond cn coquest, 


Detailed Information on Monthly Service at Your Request. 
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CONSTRUCTIO“NS 
WASHABLE GLAZED S. 
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WHITE KID 
SOFT SOLE 


IMMEDIATE OELIVERY 
WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR WIRE 


ED WHITE JUNIOR SHOE COMPANY 
2207 Chippewa St. Lewis 18, Me- 








HANDY PRICE STICKERS for 


SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


STOCK NO, 12 sheets 


300 gummed and per- 
forated to a book. 
CEILING PRICE 


1452 
$4.50 Price Markers 





Book of 1452 


markers will 








mark 726 pairs. 





$4.50 





$2.00 
2 books: $3.50 
Check, M.O., or C.0.D. 
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BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S$. State St., Chicago, Ill. 


Actual size 











Individualized Service 
Sells Men’s Fine Shoes 


(CONTINUED FROM PAGE 51) 


younger men of Hollywood as regular 
patrons, as well as a substantial pro- 
portion of those men who have made 
their mark. It is with this sophisti- 
cated trade that Morris has built a 
large personal following, with a good 
part of trade coming from word-of- 
mouth advertising. 

Perhaps the following has something 
to do with what men say about Morris 
Bootmakers. It is believed that this 
store is the only one in the country 
which makes a practice of schooling 
butiers in the art of caring for their 
masters’ shoe wardrobes. Such schools 
are held whenever from three to a 
dozen butlers are sent by their em- 
ployers to receive such instruction. 

Patrons at Morris do not like to be 
sold anything; they like to discover 
things. Here is the reason the store 
sells more shoe trees per shoe units sold 
than is ordinary, or even extraordinary: 
Before a single pair of shoes is put in 
the stock racks, the shoes are correctly 
fitted with a pair of shoe trees. When 
any pair of shoes in the house is pre- 
sented to a customer for fitting or in- 
spection purposes, the shoes are prop- 
erly laced and correctly treed. This 
method of presentation puts shoe trees 
out of the luxury class, making them an 
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apparent necessity. 

And what happens? The shoes look 
the asked price of $16.75 and up, and 
the customer takes the need of buying 
shoe trees for every pair of shoes in his 
wardrobe as a matter of course. 


To Open Exclusive 
Men’s Store 


SACRAMENTO, CaL.—Don Burton, op- 
erator of Don Burton Shoe Salons in 
Sacramento and Stockton, Cal., will 
embark shortly upon a new venture 
here—an exclusive men’s store, to be 
known as Don Burton Shoes for Men. 
The new location will be at Eleventh 
and K Streets, in the heart of the shop- 
ping district, ard will supplant the con- 
cession operated by Mr. Burton for the 
past ten years in the Albert Elkus 
Clothing Store. 

The new store will be modern in 
every respect. A front of all over black 
Vitrolite will border double windows on 
finish will blend harmoniously with 


be used throughout, and a complete air- 
conditioning system will insure com- 
fortable temperatures at all seasons. 

The new store will be managed by 
Roy McBride, who has been in charge 
of the Elkus concession. 


Shoe Firm Takes 
New Offices 


Cuicaco, ILL.—The offices of the Mil- 
ler-Schwartz Shoe Company, represent- 
ing a chain of seven stores, have been 
moved to 45 S. Wells Street in the Loop 
district. Mr. Miller and his associates 
are planning a cooperative buying ar- 
rangement which will include individual 
store operators. The Miller-Schwartz 
chain has been developed during the 
past five years. Hy Miller was the 
Chicago sales representative of Roberts, 
Johnson and Rand for 18 years. He 
became associated with Frank Schwartz 
two years ago. 


New Store to Open Soon 


BEVERLY, Mass.—A. Louis Cohn, who 
has been manager of ihe shoe depart- 
ments at the Beverly Syndicate and Da. 
vidson’s Department Store in this city, 
has resigned the position he has held 
for twenty-two years, and is preparing 
to open his own store at 149 Cabot 
Street under the name of Alcon’s. The 
store, which will handle men’s and 
boys’ clothing and men’s, women’s and 
children’s shoes, will be open for busi- 
ness in the latter part of February. 
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A am py Cancellation experience 


of ‘better rade Men's Shoes. Capable of be SALES PROMOTION 

i . Please state age, experience, Nationally known shoe store chain 
dress: Box #922, ‘ presents an unusual opportunity to 
209 So. State Street. Chicago 4, Til. a capable man who has had expe- 
rience in coordinating and promot- 
ing retail stores’ sales by direct 


UNUSUAL SALES ea t= with store personnel. Must 


Spree rd with modern meth- 


OPPORTUNITY ods of merchandise presentation 
and retail selling brag oe Ap- 
y. giving complete details of 
NATIONALLY KNOWN k d : . 
MANUFACTURER of complete en a 
Line High Quality Foot Appli- 
ances has several good terri- 
tories available (New England, 
South East, South West and WANTED 


North). ASSISTANT ADVERTISING MANAGER 


Previous traveling experience Principal job will be planning, 
helpful but not essential. buying, and distributing point-of- 
sale material for shoe store use. 

Must be honest, energetic and Employer is conservative, staple 
willing to work hard for un- midwestern footwear manufac- 
lly attracti ‘ turer. Retail shoe experience, 
usually attractive remuneration. especially advertising and display, 





te 1800 
TIMES TOWER, New York i8, N. Y. 








All territories are now produc- very desirable. Rough sketching 


ing. ability helpful. Should have work- 
ing knowledge of art techniques 

Write in strict confidence, and printing, good eye for form 
giving full details to: and color, good sales sense, some 


3 QUALIFIED FOREMEN 
CAN LOCATE HAPPILY 
AND PERMANENTLY 


with a leading manufacturer of wo- 
men’s fine welt shoes—located in the 
middle west. This organization has 
immediate need for 


A FITTING ROOM FOREMAN 
A STOCK FITTING ROOM FOREMAN 
A FINISHING ROOM FOREMAN 


The company offers an _ excellent 
starting salary, an exceedingly bright 
future, and satisfying, congenial, per- 
manent employment. The company 
must have thoroughly experienced 
men, whd can and will maintain in 
their departments the highest stand- 
ard of efficiency; men who can and 
will evaluate properly and uphold 
conscientiously a nationwide reputa- 
tion for superior shoemaking. 

If you are the man for one of these 
positions, please write about your- 
self in detail—in and with confidence. 
Address your letter to Box #928, 
c/o Boot and Shoe Recorder, 209 
South State Street, Chicago 4, Ill. 





copy-writing ability. Age not over 





L. O. BURKE, Sales Manager 30, good clean habits. Content to 
Scott Foot Appliance Company live and work in small city. Some 
Gateway Bidg., Omaha, Nebr. traveling and calling on trade will 
be necessary. When writing give 

complete experience, and indicate 


sala . 
MANUFACTURER OF HIGH GRADE ry necessary 


L Address 929, care BOOT & SHOE RECORDE 
FABRIC SLIPPERS AND PLAYSHOES 300 Gout Stabe Set Chinn amen 











has territories open for men who have experi- 
ence with better class shoe, department, or spe- 
cialty stores. Commission basis. Full details, 
please. Address #936, care Boot & Shoe Re- 


corder, 100 East 42nd St., New York 17, N. Y. SHOE STORE MANAGERS 


ae Nationally known Ladies’ Shoe 
Se on ee ie ot Store Chain has openings for thor- 
hly experienced managers ca- 


Upstate Pennsylvania. Retails $2.49-$3.98. ou 
BANNER SHOE, 46 No. Fourth Street, Phila- i4 ; 

pable of handling large volume 
stores. Our expansion program 


delphia, Pa. 
resents many opportunities for 


SIDE LINE SALESMAN WTD. uture development. If you fully 
qualify, apply, stating full details 
IDELINE SALESMEN “WORK SHOES,” i 
S with following: excellent opportunity, cover- of hol cement — and ol 
ing Kentucky, West Virginia, Michigan, Ohio, muneration expected. 

ew England, 7 York S . 
Confidential. Address #931, care Boot & Shoe Box 205, Suite 1800, 




















WANTED 


MANAGER FOR 


SHOE DEPARTMENT 


An old established independent de- 
partment store in Western Michigan 
town of 100,000 population is seeking 
the services of a thoroughly expe- 
rienced shoe department manager; 
one who is well acquainted in the 
shoe markets and is capable of buy- 
ing and promoting the sale of na- 
tionally advertised brands of Women’s, 
Children’s and Men’s Shoes, potential 
$200,000 volume. This position offers 
an unusual opportunity for a man who 
is seeking a permanent position and 
is qualified to manage the above de- 
scribed position. Kindly give full par- 
ticulars concerning yourself, whether 
married or single, and remuneration 
expected. 

Address 926, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 

















pespeter. 100 East 42nd Street, New York 17, TIMES TOWER, New York 18, N. Y. 








CLASSIFIED ADVERTISING RATES 


advertising except for ular advertisers 
The rate tor alld ay ined scverti 





The rate for undispiayed ciassified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
for each insertion When a box number is red, addressed to any of our offices, 12 words must be sdded for this and charged 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payable in advance. Send check or money order with your copy. No accounts are opened for classified 


isplayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
LA Advertisements for this page must be in our New York Office 10 days preceding publication date. =a 
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HELP WANTED 


FOR SALE 


MERCHANTS NEEDS 





PACKING ROOM FOREMAN, Welt experi 
ence preferred. APT BROTHERS SHOE 
MANUFACTURING COMPANY, 30 Cross 
Street. off Lansdowne Street, Cambridge, Mass. 





PRODUCTION MAN WANTED: Experi- 
enced in high style Ladies’ Shoes, capable 
of taking complete charge and building vroduc- 
tion. Exceptional opportunity. Chaplain Shoes, 
666 So. Van Vicente Blvd., Los Angeles 36, 
California. Address #934, care Boot & Shoe 
Recorder. 209 So. State Street, Chicago 4, Ill. 


LINE WANTED 











WANTED 

A NATIONALLY ADVERTISED LINE 
of Men's Shoes for my new Shoe Department 
which will soon be completed. Must be priced 

to retail between $6. and $8.50. Can handle 
ine volume. Address: 

BENNETT B. ROSS 
1217 N. Tonti Street, New Orleans, La 











GS. |. Air Corps Sheep Lined Zipper 
Boots, G. |. Navy Pea Jackets, Rubber 
Parka Suits, Wool Lined Jackets, Rain- 
coats, Gloves. Wholesale. 


S. J. SMALL COMPANY 
1209 Broadway New York 1, N. Y. 











400 PAIR CHILDREN’S HOUSE SLIP- 
PERS and 100 Pair Men’s and Women’s 
Shower Shoes. Will send samples and prices. 
GALE’S ROCKFORD, ILLINOIS. 





BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY: Complete in- 

structions on the preserving of Baby Shoes 
for. Book Ends and Mantle Pieces. Opportunity 
clusive rights. Complete course 








OUTHERN STATES, TOP-NOTCH RESI- 
DENT SALESMAN, travels the territory 
regularly by car, seeks strong line of Men’s 
Slippers. Sandals and Casuals. Excellent fol- 
— Member of Shows. Address #932, 
Boot Shoe Recorder, 100 East 42nd 
Street. New York 17, N. Y. 





Y OUNG, RELIABLE SALESMAN with 
many years ahead of him desires reliable, 
nationally known lines of Children’s, growing 
girls, and boys’ shoes, also Ladies and men’s 
Shoes. Have family store following. Will give 
manufacturer action in California, Oregon and 
Washington States, also anxious to organize an 
export trade. Address #938. care Boot & Sho- 
rae 100 East 42nd Street, New York 17, 





WELL, KNOWN SHOE BUYER with 20 
years’ experience in the better grade wo- 
men’s, men’s and children’s shoes, desires to 
represent a line of women’s shoes, casuals or 
house slippers. Personally acquainted with man- 
agers and buyers throughout the East and mid- 
west. Understands department store promotions 
and buyers’ problems. Address #937, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


POSITIONS WANTED 


Alzez BUYER AVAILABLE, experienced 
Women’s, Men’ fine Shoes. stvling, lasts, 
eatterss. Retail experience with Class A store 
doing million volume annually. Age 33. Sinele. 
x aot Box #923. Boot 

. State Street. Chi- 











EX-ARMY OFFICER—experienced all 
phases retail Men's Shoe Field; Nine 
years with one large firm—iast five 
as Manager, desires position with 
reputable house, retail, wholesale, 
monufacturer, etc. Am 32; single; 
personable; good appearance. Own 
car and willing to travel or settle 
anywhere. References on request. 
Address 925, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











WAREHOUSE MANAGER, 20 years with 
nationally known shoe chain. Knows dis- 
tributing and shipping thoroughly. Address 
po 5 care Boot & Shoe Recorder, 100 East 
2nd Street. New York 17. N. Y. 





SALES OR FACTORY 
POSITION WANTED 
Have sold Women's Shoes to large re- 
tailers and Chain Stores all over the 
country; know the manufacturing end of 
business; can design, make Patterns and 
make complete sample line. Would like 
to connect with firm needing all-around 
mon. Out of Air Service Command— 

available at once. 
Address 927, care BOOT & SHOE RECORDER 








100 East 42nd Street, New York, N. Y. 








February 15, 1946 


$10.00. M. E. WATSON, Bellefontaine, Ohio. 





ECOME A FOOT SPECIALIST. Make 

“Foot Doctor” Arches (not foot pads), from 
plaster casts. Get our Training Course. In- 
Structions by mail. PLYMOUTH FOOT 
APPLIANCE & REMEDIES COMPANY. 
Plymouth, Ohio. 





WANTED TO PURCHASE 








SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 


FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6878-9 











CHAIN-STORE TYPE 


SHOE MAT SERVICE 


NOW AVAILABLE . 
Gematste ate Binoed waite. Newest merchan- 
always featured. Nominal cost. Write 
or ada 


PALAN, Covering | and Merchandi 
$820 South Shore Drive, Chicago 37, 











Ne STORES WANTED within 350 miles 

of Chicago—Cash deal at good prices. Ad- 
dress #865, mig KY & “Shoe Recorder, 209 
So. State Street. Chicago 4, II. 





HOE STORE OR DEPARTMENT—(vet- 
eran), desires established business. Write 
details, confidential. Principals. Address #930, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17, N. Y. 








SHOE CHAIN, UP TO 12 UNITS WANTED 
—IN we ay CASH. Write: J. 
Kramar, 206 N. Elmhurst Road, Prospect 
Heights, Til. 





WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
69 READE STREET 


New York City 
Phone BARCLAY 17-7887 











WANTED TO PURCHASE SHOE STORE 
located Michigan, Indiana, Illinois, Penn- 
sylvania or Ohio. In replying give full par- 
ticulars regarding volume; inventory at cost; 
location and Lines of merchandise carried; lease 
on building and rent. Address #924, care Boot 
sf Shoe Recorder, 100 East 42nd Street, New 
fork 17. N. ¥ 





SELL YOUR Semuss STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stccks of shoes from 
retailers, jobbers and manufacturers. 
Visit oer new worekouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5577 and S878 and S679 











1215 Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


- Convert into cash—any quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


Central 4898 











WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOB COMPANY 
120 N. 4th &t., ee Pa. 
Phone Lombard 2062 











SHOE STORES 


FOR 


BARSH & CEASAR 


MAREct 





BETTER GRADE FAMILY SHOE STORE 
OR SHOE DEPARTMENT within fifty 
miles of Philadelph 
party. Write full particulars. 
care Boot & Shoe Recorder,, 
Street, New York 17, N. Y. 


CASH PAID FOR 
SHOE STORES 


CLOSE SE OUTS, JOB LOTS 
LEASES ASSUMED 


me. SABIN 
98 DUANE ST. NEW YORK 7, 6. ¥. 
Tetephene WOrth 29-2515 


ia. Money no object. Private 
Address #933, 
100 East 42nd 














Buy Savings Bonds 
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Sees Industry “‘Not 
Yet Out of the Woods” 


[CONTINUED FROM PAGE 114] 


Denninger, Robert C. Erb, Raymond A. 
Hart, Albert B. McIntyre, Albert J. 
Merker and Eugene L. Wyman. 
Addressing the large gathering, both 
Governor Maurice J. Tobin and Ralph 


E. Flanders, president of the Federal - 


Reserve Bank of Boston, predicted an 
era of prosperity for New England in- 
dustry as a whole and asked for sup- 
port of the port of Boston as well as 
for a bill now pending in the legisla- 
ture which would create a State Cham- 
ber of Commerce designed to attract 
new industries. The governor predicted 
a big export business in shoes and 
leather. 

Newly-elected officers of the associa- 
tion, in addition to Mr. Rondeau, are 
J. Franklin McElwain, Daniel J. Dan- 
ahy and Frank S. Shapiro, vice-presi- 
dents; and Maxwell Field, executive 
vice-president and secretary. 

Directors are Louis W. Cohen, John 
E. Daniels, Carl F. Danner, Francis C. 
Donovan, William E. Doyle, Mark A. 
Edison, Kolman Fleisher, John A. 
Frye, Herman W. Goldberg, James T. 
Gormley, Stanley Heald, William F. 
Hickey, Joseph W. Holmes, Kivie Kap- 
lan, Philip W. Lown, Paul O. Mac- 
Bride, E. J. McCarthy, William M. 
Page, Paul S. Rasmussen, Archibald A. 
Rogers, William: M. Slattery, Charles 
L. Slosberg, H. C. Stillman, A. P. 
Walker, and Charles L. Wilcox. 


Hanan & Son 
In New Home 


New York. — Hanan & Son, Inc., 
manufacturers and retailers of men’s 
and women’s shoes, opened an ultra- 
modern shoe shop on February Ist at 
16 West 50th Street in the British 
Empire Building, Rockefeller Center. 
The new shop replaces the store at 
516 Fifth Avenue where the firm has 
been located for twenty-eight years. 

Most striking decorative innovation 
is the contrasting décor of the men’s 
and women’s departments. Colors of 
the lounge chairs and couches blend 
with those of the stock shelves and dis- 
play counters, viridian being used in 
the men’s section and henna in the 
women’s section. 

The shop is built on three levels 
linked by broad stairways and both 
real and artificial light are employed 
for the greatest convenience of the 
customer. Huge windows in three 
sides of the shop, and beige carpets 
and woodwork add to the lightness of 
the interior. 

Architects were Loebl & Schlossman 
of Chicago; the interior decoration 
was handled by Miss Ann Hatfield of 
New York. 

In addition to a complete line of 
men’s and women’s footwear and hos- 
iery, the store will handle worfen’s 
handbags and accessories. Thomas B. 
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MERCHANTS’ NEEDS 


MERCHANTS NEEDS 








Pouy Cup 


for Price Tickets 
| 


Will be available for shipment in 
April, 1946. Order now for early 
delivery. 


M. D. POLLINGER CO. 














Holland Bldg., St. Louis, Mo. 








Answers to Boot and Shoe I.Q. 


heel 
. Tongue-tied 
Buckle 
String along 
Toe the mark 
Heel 
Tongue 
Eylet 
. Lace 
Heel 


SPENSER SYN 





Meath, manager of the Fifth Avenue 
store, will continue in that capacity in 
its new location. The credit office of 
the company will also be located in 
Rockefeller Center. 

The Rockefeller Center shop is the 
latest addition to a chain of Hanan 
retail establishments that was started 
in 1890 when the first store was open- 
ed in Brooklyn, N. Y. Prior to that 
time the company confined its activi- 
ties exclusively to manufacturing. 
Founded in 1849 by James Hanan, the 
firm is now headed by Herbert G. 
Hanan, great-grandson of the founder. 

The 97-year-old company, whose ex- 
ecutive offices are at 1328 Broadway, 
has five other retail stores in the 
United States as well as stores in Lon- 
don, Paris and Nice. 


George E. Schleuter 


CoLumsBus, 0.—George E. Schleuter, 
retired shoe designer for H. C. Godman 
Co., died recently in Columbus. His 
widow, two daughters and a son survive. 


November Shoe 
Production Off 
[CONTINUED FROM PAGE 91] 


to 15,160,242 pairs in November, rep- 
resenting approximately the same 
amount of loss over last month as it 
does gain over November of last year. 
Total for the eleven months to date 
was 180,880,949 pairs, 4.9 per cent high- 
er than that for the same months of 
last year. ~ 

Misses’ and children’s shoe produc- 
tion in November came to 38,949,869 
pairs, a drop from that of October, but 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 


5] 5.00 ric are easily shrunk with- 


Curved type Iron out harm. 
Special combination offer $32.50 (fluids 


included in above prices). 
Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 


als 0. Ydeas 


NEWSPAPER, ADVERTISING 
—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 


oat =O tees 











ritten copy, photographs and beauti- 
ful art work for direct mai! and news- 


paper advertising. 

Vincent Edwards Idea Clip- 
ing Service 

newspaper tear sheets of ads 

of shoe stores; you s@ 

stores and cities you want to see or 

leave the selection to our advertising 

staff. 


Learn Advertising at Home 
area oe et Ee 


jetters; te ome a =o vocabu- 


lary; to sales and 

Stabicty in position te 
ind to be nea 
cooomumend business development 
ideas. 


VINCENT EDWARDS & CO. 
World's largest advertising service 


342 Madison Avenue, New York City 

















a gain over that for last November. 
Total for the eleven month period was 
50,571,676 pairs, 21.6 per ecnt highe: 
than that for the same months the pre- 
ceding year. 

Output in November of infants’ and 
babies’ shoes amounted to 2,906,643 
pairs, a slight loss from October pro- 
duction, but a gain over that for No- 
vember of last year. Total for the 
period was 82,373,892 pairs, a gain 
of 21.1 per cent over that for the same 
eleven month period last year. 
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